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What To Do 
About Price 


Biggest news the appliance busi- 
ness has had in many moons is the 
new low prices on 1940 household 
electric refrigerators, announced last 
month. What does it all mean? 
Where is it going to end? How will 
it affect the dealer? 

Long-range planning which pre- 
ceded these large-scale price reduc- 
tions, the philosophy behind them, 
and probable avenues of benefit to 
the dealer are discussed in the 
editorial, ‘No Price War,” which 
appears on page 8 of this issue. 

Also, the manner in which one 
dealer figured it all out for himself 
__and did a very canny job of it, too 
_jg shown on page 2. This dealer 
interprets present prices for his 
prospective customers, and tells them 
why it will be advantageous for them 
to BUY NOW. 

Instead of moaning about the 
smaller-profit-per-sale aspect of the 
new price schedules, many dealers 
see in them a genuine opportunity 
to get refrigerator selling under way 
many weeks before it normally hits 
its stride. These two articles help 
point the way. 


‘Packaged Training 
Of Salesmen To Be 
Given Trial By G-E 


BRIDGEPORT, Conn.—Plans for 
organizing every retail salesman of 
General Electric home appliances into 
a single cohesive sales-training unit 
known as the Retail Development 
League have just been announced by 
G-E executives here. 

Disclosure of the plan, considered 
by its sponsors the most ambitious 
attempt ever made to solve the in- 
creasing complex problems of elec- 
trical appliance merchandising, came 
with the departure of several groups 
of sales officials who are to start the 


(Concluded on Page 16, Column 3) 


Washer Men To Discuss 
All-Industry Promotion 


CHICAGO—American Washer & 
Ironer Manufacturers Association will 
meet March 6, probably at the Morri- 
son hotel here, to consider plans for 
an all-industry promotion campaign. 

The proposed industry campaign 
was to get underway when subscribed 
to by manufacturers who produce 
75% of the home laundry units made 
by members of the association. It 
is thought that much of the discus- 
sion about the proposed plan will 
= about a “certified” washer 
idea. 


H. A. Feldbush Elected 
Worthington Vice Pres. 


HARRISON, N. J.—Election of H. 
A. Feldbush as a vice president of 
the Worthington Pump & Machinery 
Corp. was announced last week by 
H. C. Beaver, president. Effective 
immediately Mr. Feldbush will make 
his headquarters at Holyoke, Mass., 
where he will have charge of opera- 
tions of the corporation’s Holyoke 
works in the manufacture of air and 
refrigerating compressors. 

Mr. Feldbush was formerly general 
manager of the Carbondale division 
of Worthington at its Harrison 
works, and in his new capacity will 
Continue as an active member of the 
Carbondale operating committee. 
“are was instrumental in effecting 
- purchase of the Carbondale Ma- 
cnine Co. by Worthington and the 
Subsequent development of the corpo- 
ration’s present line of Carbondale 


Profit of $69,099 
Reported For ‘39 
By Carrier Corp. 


SYRACUSE, N. Y.—A net profit 
in 1939 of $69,099.61 after all charges 
including inventory adjustments, 
taxes, and depreciation was an- 
nounced for Carrier Corp. last week. 
This profit compares with a loss of 
$1,133,021.42 in 1938. 

Orders booked during the entire 
year were approximately 12% greater 
than in 1938 and completed sales for 
1939 were 8% above those of 1938, 
the officials noted. Unfilled orders at 
the close of the year were 32% higher 
than in the previous year. 


“A feature of 1939 air conditioning 
business was the marked increase in 
orders from industrial concerns dur- 
ing the closing months of the year 
and the use of air conditioning in 
the manufacture of new products,” 
the report explains. ‘In this connec- 
tion, orders have been received from 
manufacturers of new rayon and 
rubber developments, new _ type 
photographic film, and for the treat- 
ment of air in a blast furnace.” 

Of new products, the statement 
said: 

“Forty-one new products were in- 
troduced during 1939 and more than 
100 unprofitable styles and sizes of 
air conditioning and _ refrigeration 
equipment were eliminated from the 
Carrier line. The ‘packaged’ air 
conditioning developed during the 
past few years was further improved 
and prices reduced. Sizes were ex- 
tended down to %-ton cooling ca- 
pacity and up to 15 tons cooling 
capacity.” 


1940 Dairy Show Goes 
To Atlantic City, 
Oct. 21-26 


NEW YORK CITY—The Dairy 
Industries Exposition this year will 
be held Oct. 21-26 at the convention 
hall in Atlantic City, it has been 
announced by the Dairy Industries 
Supply Association. 

The membership location lottery 
for spaces at the show will be held 
at the annual meeting of the Dairy 
Industries Supply Association on 
March 14. 

During the week of the exposition, 
the International Association of Ice 
Cream Manufacturers will meet at 
the Ambassador hotel, and the Inter- 
national Association of Milk Dealers 
convention will be held at Chalfonte- 
Haddon hall. 


Koch Buys Assets 
of Otis Horne Co. 


NORTH KANSAS CITY, Mo.— 
Koch Refrigerators has acquired the 
physical assets of the Otis Horne Co., 
Inc. of Connersville, Ind., including 
dies, patterns, tools, jigs, and stock 
on hand. 

Koch will continue to market the 
25-cu. ft. reach-in commercial refrig- 
erator, which was the principal prod- 
uct of the Horne company, declared 
Raymond Starr, Koch vice president. 
Koch will redesign this unit some- 
what, and equip it with the same type 
of forced draft cooling available in 


(Concluded on Page 4, Column 3) 


Memphis Dealers To 
Battle For Cost Cut 
On Range Installing 


MEMPHIS, Tenn.—Inquiry into 
the high cost of installing electric 
ranges in Memphis is being demanded 
by appliance dealers following a 
comparison of conditions here with 
those of other southern cities where 
basic factors are the same. 


Two basic causes of the high cost 
of range installation here are believed 
to be the failure of the Memphis 
Light, Gas & Water division to ab- 
sorb part of the installation expense, 
and a rigid city code which requires 
use of the most expensive materials. 

Memphis appliance dealers are call- 
ing attention to conditions in Knox- 
ville, another Tennessee city using 
TVA power. Range installation costs 


(Concluded on Page 2, Column 1) 


Birmingham Electric 
Report Gives Data on 
‘39 Appliance Sales 


BIRMINGHAM, Ala.—Electric ap- 
pliance sales in Birmingham showed 
a 29% increase in 1939 over 1938, 
according to final figures compiled by 
Birmingham | Electric Co. and the 
Electrical Association of Birmingham. 
Sales for 1939 totaled $3,932,604, of 
which 97% were made by individual 
dealers. 

Consumers on the _ utility lines 
spent an average of $60 each for 
electrical appliances, and consumed 
859 kilowatt hours of electricity, 
compared with 820 in 1938. 

Particularly encouraging to dealers 


(Concluded on Page 2, Column 3) 


Directs New Plan 


who will 
head up General Electric’s sales 
of large refrigerating and air 
conditioning equipment direct to 
contractors. 


Samuel Martin, Jr., 


Mart’s January 
Sales Up 14% 


CHICAGO—-Combined market and 
non-market sales at wholesale during 
January in home furnishings lines 
were reported 14.2% ahead of 1939, 
it was announced here by Percy 
Wilson, managing director of the 
Merchandise Mart. Comparisons were 
with January figures of the previous 
year, including sales in the Interna- 
tional Home Furnishings Market held 
each year in the first two weeks of 
the month and attended by more than 
11,000 home furnishings buyers from 
retail outlets in every section of the 
country. 

“Safe weathering of the effects of 


the European storm by American 


industry,” Mr. Wilson stated, “ap- 
pears an accomplished fact. Intelli- 
gent and successful resistance to the 
normal tendency of stores to over- 
buy under stress has, through the 
cooperation of manufacturers and 
retailers, left both wholesale and 
retail trade in wholesome condition 
after five months of war. 

“What might well have been a 
plunging market, bringing in its 
wake top-heavy inventories, 


30.3% on the strength of *a sharp. 
upturn in enamelware and srhall 
appliances, despite a price. break? itt 


the major appliance division which 4) 
slowed buying. Normal vdblume was} 


resumed in major appliances during 
the opening weeks of February. ;: - 


Furniture sales showed ‘an advange ' 
of 14.1% over January,:‘1939. §.:, 


PAGE-WILLIAMSON, Inc. 


Distributors of Air Conditioning + 


Publisher: 

At the suggestion of several of the 
members of the National Air Condi- 
tioning Association as well as quite 
a few interested parties very vitally 
wrapped up in the success of the air 
conditioning industry, I am taking 
the liberty of herewith outlining to 
you, as we see it, the purposes and 
objectives of the National Air 
Conditioning Association. 

As we all know, the air condition- 
ing industry has been surrounded by 


refrigerating equipment. 


oe ees i a 


an aurora of romanticism as well as 


National Air Conditioning Association To 
Encourage Intelligent Educational Program 


Jesse W. Page, Jr., President, Sees Need for Coordination of Effort 
In Developing Vast Potential Residential Market 


Carrier Air Conditioning 


Controlled Temperature Specialists 

Oil Burners + Stokers + Furnaces 

Boiler Burner Units + Ventilating Systems + Commercial Refrigeration 
Beverage Coolers + Water Coolers 


228 West First St., Charlotte, N. C. 


Feb. 23, 1940 


mysticism and at the same time with 
an extremely limited knowledge on 
the part of the average citizen in 
our country as to its real benefits. 
Also the industry itself at the same 
time has been agreeing with the 
public that air conditioning was a 
too high priced luxury and as a result 
of the above facts the volume of air 
conditioning sales in relation to its 
potential market has been extremely 
low nationally and has in most in- 
stances been unprofitable for all 
phases of the industry including the 


manufacturers, distributors, dealers, 
and contractors. 

It is the purpose of the National 
Air Conditioning Association to en- 
courage an intelligent educational 
program on the part of the entire 
industry of the American public with 
regards to the values and benefits of 
real air conditioning. Also to dispell 
the feeling on the part of the public 
that air conditioning is some highly 
mystifying theory, but rather a very 
practical answer to their health and 
welfare, and is worth every dollar 
they pay for it. 

It is, of course, one of the primary 
purposes of the National Air Condi- 
tioning Association to encourage on 
the part of its members, and any 
others who are active in the sale and 
application of air conditioning equip- 
ment, honest and intelligent engineer- 


(Concluded on Page 9, Column 1) 
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was , 
instead a sane and normal market.” | 

Housewares and electrical appli 
ances showed an overall gain : pf * 


tee 


&t|-0f-eomplete kitchens and equipment 


G-E Will Sell 
Big Units Direct 
To ‘Specialists’ 


Commercial Distribution 
Group To Concentrate 


On ‘Packaged’ Line 


BLOOMFIELD, N. J. — Central 
plant air conditioning and industrial 
refrigeration equipment built by 
General Electric in capacities over 
5 tons, will henceforth be sold 
directly to authorized contractors, 
who, together with engineers and 
architects, will assume all application 
engineering and installation func- 
tions. Samuel Martin, Jr. has been 
appointed to head the newly created 
contractor sales division. 


Products for sale to contractors 
include: the full line of larger 
General Electric condensing units, 
ranging from 5 tons to 60 tons in 
capacity; all evaporative condensers 
in the same range, and all central 
plant conditioners, of which the 
largest sizes are capable of more 
than 65 tons cooling or one and 
one-half million B.t.u. per hour for 
heating. 

Commenting on the new sales 
policy, Stuart M. Crocker, head of 
the company’s air conditioning and 
commercial refrigeration department, 
stated: 

“By our changes we are recogniz- 
ing the inherent difference between 
‘packaged’ products and ‘engineering’ 
equipment. The engineering and in- 
stallation of central plant air con- 
ditioning and industrial refrigeration 
jobs require specialized facilities 
which in many cases cannot be 
profitably maintained by distributors 
of ‘packaged’ goods. 

“We feel that today the mainte- 
nance of such facilities logically falls 


(Concluded on Page 2, Column 3) 


Rea Show Will Hit 
“Sawdust Trail’ Again 


“* WASHINGTON, D. C.—The Rural 


Electrification Administration ‘Elec- 
tric Show,” which toured Missouri, 


« Kansas, Oklahoma, and Texas last 
‘syear, has hit the sawdust trail again 
for 1940, to bring the story of elec- 
“trical appliance and power machinery 
“convenience to farm customers in 


‘Texas, Louisiana, Mississippi, Ala- 
bama, Géorgia, North and South 


““Sarolina;<Virginia, and Maryland. 


Exhibits by various manufacturers 


for appliance demonstrations again 
will form a feature of the show. The 
“big top” is hauled by REA trucks, 
with two-day stands twice a week 
scheduled for the duration of the 
“season.” 

Rural residents within a radius of 
50 miles are invited to the shows. 
Attendance in the past has averaged 
from 4,000 to 7,000 persons daily. 


Knoxville Bureau 
Elects ? Officers 


¥ S 

KNOXVILLE, Tenn.—T. W. Justice 
of Sterchi Bros. store has been re- 
elected president of the Major Appli- 
ance Bureau of Knoxville, which has 
attracted nation-wide attention be- 
cause of the way it handles trade-ins 
of major appliances. 

Vice presidents of the bureau are’ 
Paul Davis, Fowler Bros.; Lester 
Maxwell, Maxwell Furniture Co.; 
Herbert Johnson, Woodruff's; R. A. 
Jarnagin, S. H. George & Sons de- 
partment store; Zeno Brown, Electric 
Home Servants Co.; and Clyde Car- 
penter, Electric Power & Water 
Board. 

Ernest Aurin of the Electric Power 
& Water Board has been elected 
secretary-treasurer. 
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$35 To $75 Charges For 
Range Wiring Too High, 
Memphis Dealers Claim 


(Concluded from Page 1, Column 8) 

in that city vary from $25 to $30, of 
which the City Utilities Board ad- 
vances $15. In Memphis the cost 
ranges from $35 to $75, with no 
assistance to the consumer. 

The Knoxville board has a contract 
with the EH&FA whereby the latter 
finances installation costs at 5%, and 
the consumer pays back the sum 
over a year’s period. 

All domestic wiring in Knoxville 
must pass inspection by a city inspec- 
tor, but expensive materials are not 
necessary to meet the inspection, 
local dealers point out. Proper 
workmanship usually is considered 
the most important factor. 


Sidles Co. Moves Main 
Quarters To Omaha 


LINCOLN, Neb.—The Sidles Co., 
distributor of electrical appliances 
and air-conditioning equipment, is 
moving its central office and ware- 
house from Lincoln to Omaha. 

The Lincoln store will remain at 
its present location, but less floor 
space will be used and only’ the 
Lincoln trade area will be served by 
it. A local credit office and credit 
manager will be maintained. 

Officers besides President C. L. 
Carper who are moving to Omaha 
include Harry B. Sidles, vice presi- 
dent and treasurer, and Victor L. 
Toft, sales manager. 


PEERLESS IS 
THE BUY -WORD 


JOBBER 


1) MUST HAVE MER~ > 
CHANDISE THAT @ on) 
MOVES FAST...THAT @ ; 
1s BUILT FOR DE~ 2 ¢ 
PENDABLE PER~ im 
FORMANCE AND =y 
QuALITY.” SY 
PEERLESS NATIONAL ADVERTISING 


MELPS MOVE MERCHANDISE FASTER. 
THE SKILLED 
PRODUCE DEPENDABLE PRODUCTS. 
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MALL PEERLESS 
BRANCHES ARE LO- 
CATED TO GIVE 
QUICK SERVICE. | 
WHICH IS IMPORTANT 
TO US DEALERS.” 


THE 4 PEERLESS FACTORIES ARE CEN- 
TRALLY LOCATED IN EACH TERRITORY 

GIVING 24-HOUR SERVICE TO ANY 
PART OF THE TERRITORY. 


PEERLESS MER- 
CHANDISE. MY 
WORRIES ARE OVER 
|. AS THERE ARE 
FEWER SERVICE 
CALLS.” 

PEERLESS PRE-ENGINEERED MERCHAN- 


DISE, THOROUGHLY FIELD TESTED, IS 
THE ANSWER. 


FOR DEPENDABLE PERFORMANCE 
BUY PEERLESS QUALITY 


EVERYTHING IN “LOWSIDE” EQUIPMENT 
SEE YOUR JOBBER FOR 1940 CATALOG 


PEERLESS 


OF AMERICA, INC. 
Sora ee 
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To Peerless 


DAN GREENLEE 
eee 


Greenlee To Direct 
‘Zero Pad’ Sales 


CHICAGO — Dan Greenlee, for- 
merly vice president in charge of 
sales for Kold-Hold Mfg. Co., has 
joined the Peerless organization to 
direct the sales program of that 
company’s “Zero Pad” cold plate 
division. 

Mr. Greenlee has been associated 
with various phases of the refrigera- 
tion business for a number of years. 
Not long after leaving Stanford 
University, he became a member of 
the Frigidaire’s testing engineering 
division. From there he went to 
Crosley to do more test and produc- 
tion engineering work. 


In 1933 Mr. Greenlee joined the 


newly formed Kold-Hold organiza- 


tion, remaining with that company 
until his move to Peerless and 
gradually progressing in the sales 
department until reaching the posi- 
tion of vice president in charge of 
sales, the job he left to go with 
Peerless. 


Meek Made V. President 
Of Monroe Hardware 


NEW ORLEANS — Promotion of 
W. B. Meek to vice president in 
charge of the electrical department 
and as new member of the board of 
directors of the Monroe Hardware 
Co., Westinghouse distributor, has 
been announced by Sam Ivy, acting 
president of the firm. D. W. Bishop 
has been named sales promotion 
manager in charge of dealer sales 
planning. 

Mr. Meek has been connected with 
the firm for the past 10 years, and 
has been manager of the New 
Orleans office of the company about 
five years. 


Sells $8,000 Appliances 
In 2-Month Drive 


FLORENCE, 8S. C.—Topping all 
salesmen in the state in the “Smash 
Finish” campaign conducted at year’s 
end by Carolina Power & Light Co., 
L. E. Kendrick, star salesman of 
Electric Sales & Supply Co., General 
Electric dealer here, rolled up a total 
of $8,000 worth of appliance sales 
during the two month drive. 

Included among Mr. Kendrick’s 
sales were 28 major appliances, most 
of them ranges and water heaters. 


Separate G-E Section 
To Handle Sales To 
Big Cooling Buyers 


(Concluded from Page 1, Column 5) 
within the province of engineers, 
architects, and contractors who spe- 
cialize in such work. Therefore, as 
regards central plant air conditioning 
and industrial refrigeration equip- 
ment, General Electric will concen- 
trate on manufacturing and no longer 
will compete with specializing agen- 
cies in matters of application engi- 
neering and installation. 

“On the other hand, the ‘packaged’ 
items—automatic heating, room and 
store coolers, air circulators, storage 
and display refrigerators, and water, 
beer, and beverage coolers—by nature 
are adaptable to specialty sales 
methods, with relatively little empha- 
sis on application engineering. For 
merchandising these products we 
have doubled our field sales force 
and correspondingly increased our 
direct assistance to our distributors,” 
Mr. Crocker said. 


MARTIN IS MANAGER 


Mr. Martin, manager of the new 
sales division, has been with General 
Electric since 1925, joining the com- 
pany test course in Schenectady and 
shortly afterward being assigned to 
design engineering of large synchro- 
nous motors. Later he was trans- 
ferred to the welding section, and in 
the spring of 1932 he became a part 
of General Electric’s newly formed 
air conditioning department. 

Three years later he was placed 
in charge of field engineering opera- 
tions which grew into the installation 
and service division. As manager of 
this division he has been in frequent 
contact with many of the engineers 
and contractors with whom he will 
now deal exclusively. 


SEPARATE FIELD STAFFS 


The contractor sales staff will 
function through a field organization 
separate from that handling the 
“packaged” product lines. D. C. 
McKinley becomes field representa- 
tive with headquarters in Chicago, 
while Hal Gibson assumes similar 
responsibilities in Dallas. Both men 
were formerly district commercial 
engineers in their respective cities. 

L. T. Brockbank, formerly head of 
the syndicate sales’ section in 
Bloomfield, and W. F. R. Karsten, 
previously district commercial engi- 
neer in New York City, are assigned 
jointly to the New York area. 

R. M. Ekings, Jr., will work with 
contractors in Washington, D. C., 
while E. W. Howes has been given 
general duties at headquarters in 
Bloomfield. 


Refrigerators Set Pace 
For Birmingham Sales 


(Concluded from Page 1, Column 3) 
was the way the electric refrigerator 
volume held up, sales increasing from 
5,091 units valued at $1,018,200 in 
1938 to 6,710 units with a value of 
$1,174,250 in 1939. This appliance 
has for several years produced the 
backbone of dollar volume in the 
business. 

Unit sales of appliances for 1939 
compared with 1938 were as follows: 


1939 1938 
Refrigerators ...... 6,710 5,091 
OO eee 11,933 21,435 
Cee 2,351 3,111 
BOGE. cvccesvcccoes 594 994 
Food Mixers ....... 974 1,505 
ae 782 1,352 


Which accounts for the demand 
Prick Equipment has ——- since 
the early 80's. The rick Line 
includes machines for methyl chloride 
“Preon-12,” and ammonia. Get full 
information now: write 


Frick Co., Waynesboro, Penna. 


How One Dealer Explains the Refrigerator 
Price Situation To Prospective Buyers 


The following is the text of an advertisement published 
in a Bakersfield, Calif. newspaper, giving the views of David 
E. Urner, appliance dealer, on the present price situation in 


the household electric refrigerator business. 


The editors are 


re-publishing it because it is an intelligent discussion of the 
subject, and because it represents how a smart dealer can 
take advantage of an industry situation. 


A FRANK STATEMENT 
About 1940 Refrigerator Prices 


By David E. Urner 


Dealers generally, I am sure, expected lower refrigerator prices for 


1940. 


But that we were totally unprepared for the bombshell] 


exploded by the major manufacturers during the past few days 
is putting it mildly. The public, chief beneficiary of this drastic | 
cut in prices, may not be particularly excited over the situation—at 
the same time there is considerable speculation over the reasons for 


so much charity all at one time. 


I am therefore offering my opinions 


for whatever they may be worth, using the question and answer method, | 


Question: 
stock on hand to dispose of? 


Answer: No, it is reliably reported 
that both dealers and manufacturers 
carry-over stocks of refrigerators are 
the lowest they have been in years. 


Question: Have refrigerator sales 
been declining? 


Answer: No, on the contrary sales 
for 1939 showed a big increase over 
1938. Total sales were third highest 
in the history of the business, being 
exceeded only by 1936 and 1937. 


Question: Has the increased sales 
of “trade brand” refrigerators, par- 
ticularly through the two large chain 
stores, been getting under the skin 
of the majors? 


Answer: I believe you have some- 
thing there. Major manufacturers 
developed the business and have been 
largely responsible for the wide 
public acceptance of the product. 
That these manufacturers have 
passed up the low price field this long 
has been the subject of considerable 


Was there a_ surplus 


comment. Apparently they have now 
served notice that they intend to ~ 
compete in the entire price field. 


Question: Is there a price war? 


Answer: It seems so to me. In 
readjusting prices, it is only natural 
for one manufacturer to try to get 
ahead of the others—this temporary 
price advantage is then met or 
bettered by others. Prices from here 
on out will be lower than in previous 
years, but I do not believe they will 
remain at the present exceptionally 
low levels. 


Question: Do manufacturing econ- 
omies make lower prices possible? 


Answer: Yes, manufacturers have 
simplified their lines by making 
fewer sizes and have developed oper- | 
ating units that are definitely better — 
and yet less expensive to build. 

In conclusion, I believe the pros- 
pective purchaser of an_ electric 
refrigerator is in a most favorable — 
market. Now is definitely the time 
to buy. 


News About Refrigerators Sold at Urner’s 


General Electric: 

General Electric—biggest name in 
the industry—enters low-price field 
with 6-cubic foot model to sell at 
truly phenomenal price of only 
$119.95, and an 8-cubic foot size for 
$199.95. Other prices drastically re- 
duced and yet finest line of models 
ever presented. 


Gibson: 

Gibson introduces handsome new 
models and continues competition in 
the low-price field begun a year ago. 
Features patented freezer shelf. 
Prices begin at $99.95 for a 6 (very 
little more than the price of a good 
washer). 


Stewart-Warner: 

Stewart-Warner brings out a new 
type refrigerator called “Dual Temp.” 
Eliminates evaporator, requires no © 
defrosting—provides pure air by use 
of a sterilizer ray. Big freezing 
locker produces bushel of ice cubes. 
Also many other new features. 
Standard models, competitively 
priced, complete the line. 

Servel Electrolux: 

Servel Electrolux—the refrigerator 
that operates from a tiny gas flame 
—will continue to be a big factor in 
1940. New models incorporate many 
new use features and prices are 
lower than last year. Priced from 
$139.50 up. 


The Grandest Display of Refrigerators We Have Ever Shown. 
Prices and Terms Now at New All-Time Low. 


URNER’S 


2006 Chester Avenue 


Home of Famous Makes 


Telephone 1280 A 


——— 


Omaha Housing Project 
Use 525 G-E Units 


OMAHA, Neb.—Contract for 525 
electric refrigerators for the South 
Side federal housing project was 
secured by General Electric Supply 
Co. here. Installation of 417 4 cu. ft., 
and 108 6-cu. ft. refrigerators was 
completed early in February, accord- 
ing to Dan Kelly, sales manager of 
G-E Supply Co. branch. 


Three New Distributors : 
Named By Farnsworth © 


FORT WAYNE, Ind.—w. B. Davis & 
Electric Supply Co., Memphis, Ten. 9 
and Republic Supply Co., Detroit © 
have been appointed distributors for 
the Farnsworth radio and televisio § 
line. Territory assigned to the Dav 
company includes eastern Arkansas 
western Tennessee, and _ norther 
Mississippi. 
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Tao a = SODA. 


OUNTAINSE 


& REFRIGERATING COMPANY 


5910 North Pulaski Road =, —-—Chicaga, Illinois 
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“| YORK CALLS THE ROLL! 


FOR MECHANICAL COOLING: 


LOOK OVER THESE 


PACKAGED UNITS 


(And there are many more!) 


eS — a. ow 


SELF-CONTAINED COLD WELL “POLAR FLOW” TAVERNMASTER DISPENSALL, (STORING 
FLAKICE MACHINE WATER COOLER ADMIRAL BEER SYSTEM “PACKAGED” BAR 6 CASES OF BEVERAGES) 


COMMODORE 
PRE-COOLER 


FORCED AIR 


DRY PLATE 
DRY BEVERAGE COOLER 


BEVERAGE COOLER 


yey 


WATER-COOLED 
REFRIGERATING UNIT 


ECONOMIZER TYPE 
REFRIGERATING UNIT 


FAN-FIN 
SPACE CHILLER 


AIR-COOLED 
REFRIGERATING UNIT 


ISO-TEMP 
REFRIGERATOR 


GRAVI-TEMP 
REFRIGERATOR 


FIL-TEMP 
REFRIGERATOR 


| FOR AIR CONDITIONING: 


YORKAIRE 
MODEL 1500 


YORKAIRE 
MODEL 1000 


YORKAIRE 
MODEL 700 


YORKAIRE 
MODEL 550 CONDITIONER 


aking YORKAIRE 
MODEL 225 CONDITIONER 


HIGH-SPOT COMFORT COOLER COMFORT AIR UNIT ECONOMIZER CONDENSER ECONOMIZER CONDENSER 
a new ; 
Temp.” 
res no 
by use 
-eezing 
cubes. 
atures. 


titively 


FOR HEATING: 
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OIL-BURNING BOILER OIL-FIRED AIRCONDITIONING FURNACE GAS-FIRED AIR CONDITIONING FURNACE BITUMINOUS STOKER (HOPPER FEED) 


NOW YOU KNOW-—YORK HAS WHAT IT TAKES... 


DOUBLE-TUBE OIL BURNER 


‘ air conditioning — 


HEADQUARTERS For MECHANICAL COOLING SINCE 1885 


...to give you lots of business, to attract all kinds of 
customers. York Distributors have packaged equip- 
ment to cover the field from the swankiest shops to 
the roadside hamburger stand, packaged equipment 
for offices, public buildings, factories...and packaged 
heating and air conditioning equipment for the home 
-— that puts you in an all- year 
es: % business. 


And don’t forget that each 
unit of this all-embracing line 
carries the York trade-mark, the 


refrigeration 


mark that means more than any other in the mechani- 
cal cooling field, the mark of 55 years of leadership, 
more than half a century of engineering prestige that 
is reflected round the world. Remember, too, that the 
York name is before the public right now. Dramatic 
institutional advertisements remind all America this 
year of York and of You! 
and now YORK WANTS TO KNOW—WHAT ABOUT YOU? 


Have you, too, got what it takes, the enthusiasm, the energy, the fa- 
cilities to take the profits this unprecedented, complete new line of 
packaged units offers? There’s still room for more good distributors. 
York Ice Machinery Corporation, York, Penna. 
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Newest Warren Product Is Counter-High Case 
~ For Frozen Meats; 1940 Line Previewed 


ATLANTA—For the storage of 
frozen meat products such as pork 
and lamb chops, steaks and roasts, 
fish, game, and poultry, Warren 
Refrigerator Co. has introduced the 
“Free-Zr-Bloc,” a low-temperature 
cabinet of 14-cu. ft. capacity, counter 
high and with a top of 3-inch hard 
maple which can be used as a utility 
cutting or work table. 


The new cabinet is designed to 
augment the storage compartment 
in display cases, for below-freezing 
storage of frozen meat products. In 
addition to being usable as cutting 
table or work bench, the top also 
provides room for slicing machines, 
cubers, or choppers. 


Available in one size only, the unit 
is built for self-contained installation 
of a %-hp. condensing unit, and is 
regularly furnished with a Copeland 
machine of that size. Coiling is 
provided in one type only, a heavy- 
duty Larkin Low-Temp plate coil 
which also serves as a shelf in the 
center of the interior. 


The coil is of heavy copper tubing 
imbedded in a heavy metal shell. It 
may be inspected or removed by 
lifting the cutting table top and the 
inner insulated section in the top. 


Access to the storage compartment 
is by a single hinged door, fitted 
with an adjustable type of fastener 
which may be padlocked. Interior of 
the compartment is lined with heavy 
gauge copper bearing metal, and a 
steel electrically welded floor rack is 
fitted in the bottom, with a special 
type drain in the center of the floor. 


Walls and floor construction are of 
hardwood frame and are insulated 
with 4 inches of corkboard. Exterior 
is finished in white porcelain with 
black base trim on all sides. Top 
is of hard maple, finished natural. 


ATLANTA — Sales representatives 
from some thirty states previewed 
the Warren line of commercial 
refrigeration display and _ storage 
equipment at a two-day business 
meeting in the Ansley hotel here. 

Following an address of welcome 
by Mayor Hartsfield of Atlanta, 
S. D. Maddock of C.I.T. Corp. spoke 
on existing opportunities in the sales 
field. Presentation of new products 
was conducted by R. D. Jacobs, 
assisted by D. R. Scott, H. F. Webb, 
Cc. C. Turner, M. D. White, I. W. 
Schultz, L. D. Galewsky, and Bert 
Kaple. 

Salesmen attending the convention 
brought with them signed orders for 
more than 150 pieces of Warren 
equipment for presentation to J. D. 
Harris, secretary and treasurer, and 
L. C. Warren, vice president of the 
company. 

Second day’s* program was in 
charge of Mr. Harris, and opened 
with an address by V. P. Warren, 
president of the company, on features 
of the new Warren models. Samuel 
Helburn, Alabama distributor, told 
of “The Future Market for Warren 
Refrigerators.” M. D. White of New 
York, discussed “Store Planning,” 
and other speakers included L. D. 
Galewsky and L. R. Fulbright of the 
Texas and Louisiana distributorships. 

Awards to quota-breaking salesmen 
were made at the annual banquet 
that night. Top prize, a Dodge 
sedan, went to G. C. Richey; second 
award, a Pontiac sedan, to M. T. 
Harris; and third prize, a Studebaker 
sedan, to M. B. Rich. Nineteen other 
salesmen received cash awards rang- 
ing from $50 to $400. 

Special awards for greatest per- 
centage of yearly quota were made to 
Walter Young, Titus Olson, H. L. 
Hooks, and Roy C. Owen. 


MOTORS AND FANS 


REFRIGERATION 
INDUSTRY 


Matched units— motors and fans 
specially designed and built for the 
requirements of refrigeration work. 


Our years of experience in making 
motors to meet specific Refrigeration 
and Air Conditioning problems en- 


able us to produce units noted for: 


@ Long Life 


@ Quiet Efficient Operation 


@ Lifetime Lubrication 


@ Low Power Consumption 


A Wide variety of fan 
sizes and motor designs 
available. Special units 
designed to meet your 
own requirements. 


RUSSELL ELECTRIC CO. 


350 W. HURON ST. 


CHICAGO, ILL. 


Representative Meets Product 


“Jerry” Hileman, new Koch Refrigerators field representative in the 

southeastern territory, watches closely as S. R. Lorsch, head of the 

Koch field organization, demonstrates the ice cube maker in the new 
Koch 25-cu. ft. refrigerator. 


Koch Takes Over 
Otis Horne Co. 


(Concluded from Page 1, Column 3) 
other Koch reach-in cabinets. How- 
ever, this refrigerator will also be 
available with an ice-making coil as 
are the Koch 35 and 45-cu. ft. 
cabinets. The cabinet will be in- 
sulated with Zeropak insulation. 

Koch officials also announced that 
G. E. “Jerry” Hileman has_ been 
appointed field sales representative 
for Koch equipment for the south- 
eastern section of the country. He 
will probably headquarter in Atlanta. 

A veteran of 15 years in refrigera- 
tion sales and engineering work, Mr. 
Hileman was a sales engineer for the 
old Trupar Mfg. Co., and later was 
commercial field representative for 
Norge, covering the southwest terri- 
tory. Until recently he operated a 
sales office in Dayton, Ohio. 


(TERCKYOT 


ADJUSTABLE 


} . , Provides safer 
handling and 
j “ thorough _protec- 
i Te oe oon ee tion of refrigera- 

ee Oe : ge tors. Pad and 
| on Fe ie harness are sepa- 
| : es rate units and 


ae | : both adjustable 
ah sl + to practically all 


; . ; f styles and sizes 
7 : 2 aoe ‘oe 2. 
j es ustable Pa 


\ $6.25 each 
f.o.b. Chicago. 
Se on pad at only $1.00 per order extra. 
Write for latest folder and prices on pads for 


refrigerators, washers, ironers, ranges, radios, etc. 


BEARSE MANUFACTURING COMPANY 


3815-3825 Cortland Street, Chicago, Illinois 


Perlick Brothers Trade 
Jobs In Company 


MILWAUKEE—H. R. Perlick has 
been named president of R. Perlick 
Brass Co., replacing A. L. Perlick, 
who becomes secretary-treasurer of 
the company, the position formerly 
held by H. R. Perlick. Walter 
Perlick is vice president and sales 
manager of the company, and George 
Kannenberg is in charge of produc- 
tion. 

The company has also announced 
that its capitalization has been in- 
creased from $100,000 to $200,000, to 
provide for increased business. 


Cobb To Manage Commercial 
For Houston Distributor 


HOUSTON, Tex.—E. B. Cobb, for- 
merly with General Electric Supply 
Corp. here, has been named manager 
of the commercial refrigeration de- 
partment of the Air Conditioning Co. 
by James A. Walsh, president. 


Others now associated with the 
firm, which handles the complete 
G-E commercial refrigeration, air 
conditioning, and heating line, are 
Thomas D. Anderson, Albery Bel 
Fay, Ernest Bel Fay, J. W. Link, 
Charles A. Perlitz, Jr., J. F. Pryor, 
and Dudley C. Sharp. 


Despatch Oven Officers 
Reelected For 1940 


MINNEAPOLIS—Officers of Des- 
patch Oven Co. were re-elected for 
1940 at the annual meeting of stock- 
holders held here recently. They are: 
A. E. Grapp, president and treasurer; 
H. L. Grapp, vice president and gen- 
eral manager; G. C. Keyes, vice 
president and chief engineer; and 
F. H. Faber, secretary and sales 
manager. 
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REACH-IN 


ao NEW 25-Cu. Ft. 


REFRIGERATOR by KOCH 


; To permit immediate delivery of this popular size refrigerator, Koch has 
: purchased physical assets of the Otis Horne Company, Inc., including dies, jigs, 


patterns, tools, and stock on hand. 


a This fine refrigerator has been redesigned to Koch standards, which include 
the new Koch air conditioning unit for perfectly balanced refrigeration and humidity. 


It is also available with ice-maker. 


Alert 
Distributors 
will Be 
Interested 


~|KOC 


: NEW LOW PRICES| .: 


REFRIGERATORS 
No. Kansas City, Mo. . 


Many 
Valuable 
Territories 
Open 
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Frosted Foods Room 
For Oregon Hospital 


PORTLAND, Ore.—Addition of a 
sharp-freezing room, which permits 
patients to be served quick-frozen 
foods, is one of the chief features of 
the modernization of the refrigerat- 
ing system for The Good Samaritan 
hospital here, in which a brine circu- 
lating system was replaced by 
forced-draft ‘“‘Freon-12” cooling units. 

Miss Elizabeth Stewart, head of 
the dietetics staff at Good Samaritan, 
is an advocate of the use of quick- 
frozen foods in hospital diets, and 
has been serving the commercial 
packed vegetables and berries to 
hospital patients for some time. 

“The preservation of the natural 
color and firmness in quick-frozen 
foods make them appetizing and 
appealing to sick persons,” said Miss 
Stewart. “The superior flavor is 
satisfying, and the retention of 
vitamins makes the food more nutri- 
tious. For these reasons, quick-frozen 
foods are invaluable to patients.” 

The’ sharp-freezing room was 
added in the basement of the hospital. 
A Frigidaire model 112 forced-draft 
type cooler was installed, with refrig- 
eration supplied by a 3-hp. Frigidaire 
FW6J condensing unit. Defrosting 
is accomplished by opening the 
sharp-freezing room door. 

At the present time the room is 
held between 0° and —10° F., and is 
used for the storage of boxes of 
commercially packed quick-frozen 
foods, as the installation was com- 
pleted too late to quick freeze any 
of the summer crop. However, at 
Thanksgiving time a number of 
turkeys were quick-frozen with good 
results. 

In the modernization program, 
seven storage rooms in the basement 
—used for preservation of meat and 
fowl, milk and cream, vegetables, fish, 
and butter and eggs, were enlarged 
50%. The dry garbage and wet 
garbage rooms were also refriger- 
ated along with the food storage 
rooms. 

All rooms were insulated with 
8-inch corkboard set up in four 2-inch 
layers, cement plastered inside and 
out, and painted battleship gray. 
Floors are 8-inch cork insulated, set 
on a 4-inch concrete base. 


The vegetable storage room and 
garbage rooms are kept at 40° F., 
the milk and cream storage and the 
butter and egg room are held at 
35° F., and the fish room is kept at 
28° F. 

Seven compressors were installed. 
A %-hp. unit operates a cabinet for 
biologicals. Fish, egg and butter 
room, and garbage rooms are served 
by a model FW4F 1-hp. compressor. 
A model FW5G 1%-hp. compressor 
handles the meat and vegetable room. 
The water-cooling system is con- 
nected with a model FW3E %-hp. 
compressor. 

A 1-ton Frigidaire icemaker, oper- 
ated by a 5-hp. model FW70 com- 
pressor, is placed on a mounting 
built of 4 inches of cement and 
plaster. The 2,000-lb. icemaker con- 
sists of a cement tank treated on 
the inside with acid resisting paint. 
The ice is cut to desired sizes and 
cubes are stored in bins until used. 

All refrigeration equipment in the 
hospital installation was supplied by 
Sunset Electric Co., Frigidaire dealer 
in Portland. Raymond Gill of the 
dealership planned the equipment 
layout. 


Anderson Named Cutler-Hammer 
Manager In Dallas 


DALLAS, Tex.—E. K. Anderson 
has been appointed manager of the 
Dallas branch office of Cutler-Ham- 
mer, Inc. Mr. Anderson will have 
offices at 624 Santa Fe building in 
Dallas and will serve the states of 
Arkansas, Texas, Oklahoma, and the 
southern part of New Mexico. ‘The 
branch is under the direct supervi- 
sion of G. E. Booth, district manager 
with headquarters in St. Louis. 


Lipman Distributor Stages 
Three-Day ‘Show’ 


SOUTH BEND, Ind. — Midcity 
Equipment Co., distributor of com- 
mercial refrigeration products, re 
cently staged a three-day exhibition 
of the lines it handles, including 
Emery Thompson ice cream freezers, 
Unifiow beer dispensing equipment, 
and Lipman compressors. 
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Leonard’s New Program of Larger 
Territories and Bigger Volume Per 
Dealer Protects Your Effort 


1940 will be one of the best refrigerator years in history, but many 
dealers ask — 


“I know there’ll be lots of refrigerators sold in my town but 
how can I be sure of getting my share?” 


Leonard’s answer is a new program of larger territories and 
bigger volume per dealer. This program has already been ac- 
cepted by leading, aggressive merchants in many markets. So if 
you are among those good dealers, the ones who are actively 
interested in getting their full share of this year’s big business, 
Leonard’s program offers you the protection and the volume your 
efforts deserve. 


But larger territory is only part of Leonard’s new 1940 
program. 


Smart, flowing lines give eye-catching beauty to the massive 
appearance of these big family-size refrigerators. Inside is a 
treasure chest of conveniences . .. more for every consumer dollar 
than ever before. More, because of Leonard’s new exclusive 
features, such as the Hi-Humid system that keeps uncovered foods 
fresh for days longer. More, because prices give customer 
savings up to $60 compared to last year. More, because every 
model in the line is sharply reduced in price, yet there is no 
reduction in dealer margin. 


In each step-up, easily demonstrated convenience features are 
added, quickly proving in dollars and common sense the added 
value for the slightly higher price. 


If you want to follow the lead of some of the country’s leading 
merchants ... if you want to follow through on your well laid 
plans for profit this year, without unfair and unprofitable 
competition in your own line... sell Leonard. 


LEONARD DIVISION 


NASH-KELVINATOR CORPORATION 
14250 Plymouth Road, Detroit, Michigan 
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There’s a complete line of Leon- 
ards, all big six and eight cu. ft. 
models, at new low prices. Fea- 
tures and prices are arranged in 
logical step-ups to easily justify 
the slight additional cost. 


6 Cubic Foot Models 
LSS-6—Big 61% cu. ft. size—cold 
storage tray —embossed freezer 
door—9 Ibs. ice . . $119.95* 


LS-6—Complete equipment with 
Vegetable Bin, New Type 
Trays, Crisper, etc. . $139.95* 


LHS-6—Features Leonard’s New 
Exclusive Hi-Humid Food 
Freshener System . $169.95* 


LR-6—De Luxe equipment with 
Twin Crispers, Cold Chest, Ice 
Popper Trays, etc. . $179.95* 


LHD-6—Has all conveniences 
plus Exclusive Hi-Humid 
Food Freshener System, 

$209.95* 


8 Cubic Foot Models 
LS-8—Same complete equip- 
ment as LS-6 plus increased 
storage space and ice capacity, 
$179.95* 


LR-8—De Luxe equipment as in 
LR-6 plus increased storage 
space and ice capacity, 

$209.95* 


LHD-8—AII convenience fea- 
tures plus exclusive Hi-Humid 
Food Freshener System, 


Here is open and closed view of Leonard’s new 6 
cu. ft. Model LHS-6. Beautifully designed, with 
loads of eye-appeal, and completely equipped with 
built-in meat compartment, sliding porcelain 
Crisper with glass cover, big Vegetable Bin and 
many other conveniences including Leonard’s new 
exclusive Hi-Humid Food Freshener System. 


ve ieibiont 


*Prices suggested are for delivery in the kitchen 
with 5 Year Protection Plan. State and local taxes eae 


$239.95* extra. Prices slightly higher west of the Rockies. 
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ime 4 You don’t need a book on economics | can’t make anybody want to pay a 
R ove the Word 8 id From the Lan ud & dq nit to work out a practical and sensible | decent price for them. Temperature, 
em u g 7 pricing schedule for your operation. | humidity, circulation? Those are 
* If you can’t work it out yourself let | better, but everybody else has them, 
*& 6 & one of your men analyze it with you. | too. [ 
The Commercial Refrigeration Dealer Can Throw | *2) raiser no" | toy gucomne artes 
price as a sales weapon is usually a | that is different, and that. either 
boomerang. It may hit the game but | is better or looks better than the ] 
A af) B i f e A I k S A i h k it will get you on the rebound. other fellows. The most important ext 
Now there’s that other alternative | part of your package, because it’s cal 
: way a ott e 0 e ni | f ays u $e roo I spoke of. Skinning down the job. | seen first, is you! Ec 
: I don’t need to tell you- that there If you, the salesman, are not ful 
e. are some _ — in this — acceptable to the buyer, then the rest sal 
< . some 0 
Servel Executive Says That Dealers Should At Least Remove It From = | 222 Yu, no doubt know of your package has a big handicap. of 
: them. But you can go broke even | J] don’t mean your personal appear- 7 
. . 3 " . faster that way than by margin | ance, though that helps. I mean the lim 
Their Vocabulary, and Gives the Figures To Prove His Contention cutting. queens hagediiiah, tur it te biamiect a 
decid t 
‘BIDDERS’ DON’T PROSPER a cums Gan a be po eae i. 
By W. J. Aulsebrook, Assistant Sales Manager, Servel, Inc. ’ 
price angle is created by the sales- In 15 years of intimate contact | incompetent, selfish, or deceitful, you usu 
HE “successful bidder” is as a | think what you'd have to look at | 7 by the manner in which he | With commercial refrigeration busi- | have at least two strikes on you. pec 
vate & rank Seiure i the rettig- pag SOG? CEeemS ones am now handles the prospect. He says openly | M&S, it has been my painful duty | So sell yourself at every step of the dire 
ack im Mag 0 cys That is only a littl ridicul that he is going to “bia” or his | to sit on the meer the Wd dows on | Next in cee 
ys, : . h at 1s only a je eee culous approach implies that he is. the sheriff screwed the lid down on ex your package is the outfit hav 
and no 8 geo ay A the man sa than some of the “Bid” deals that So what? If there are four or five | the last remains of a goodly number | you represent—your immediate em- 
as * “ ” 
pe . — ay Bess . a Pde te - closed in refrigeration every day. competitors on the job, isn’t price | of these Successful Bidders.” I have | ployer and his manufacturer. : Even 
, y e reason is the same: You can’t | — ins to be a factor? Certainly it | yet to see one who could weather the | Simple Simon found out that “plums F 
a, 52 ree won't = define a Kage emg gen job . po g to be a Snatun..0ee wes~ Ma storms of prosperity for more than | don’t grow on thistles” and John Q. « 
me make any money!” and soon. He | any more than you can define a two years on a price program! Public is suspicious of any product 
is the man who me a fair Mig “standard wife,” or a standard auto- bang pes a pF ony - ye So What? Had we better get out | that doesn’t come from a good family. rigs 
. ? 
cage Mr i. a at te a bg ar ean pot a “everything else being equal,” but if . nage a pb es ” ao ge Rs ace 
door with an auction block! standardizing a custom-built refrig- | Youre @ salesman and Rrra com | "ito! As & matter of fact, it tan't | the people you represent sd to - 
The very word “Bid” is the curse | eration system. ee eee oo “chiseling business” unless you | people who have already bought Ser ote 
of the refrigeration business! It | Even if a skillful engineer writes | ‘8 4" from equal! cots it ux AE ie week, & ian | penta. ened tee ae po foe 
should be stricken a pod ——. the specifications for the United MAYBE IT’S SO, BUT— one, two, or three with radio busi- | act and policy of your employer and tres 
pe otal parting pa ccadalaion 7 gti o a Pag Maybe you think salesmanship sv oe pre Bacay pioonrage = ‘ao al = bey — yoy hoo: 
with the selling end of the business. | outfits can bid, or else he loosens abe ee — jo Bes pepe price cutters among automobile | him the skillful, friendly service that = 
“ ” d y 
Weneter says, "To offer to pay or | dogs under the fence, and when he | #8 Your “Bid” and run over and see | ComPetior ook like a litle ‘white | about a single rung in the ladder F 
a ; ot ‘A in » we «soll ‘as picks the “low bidder” out of the | @0ther prospect. Maybe you t ber the goods come over, you will have oll 
It ys Peel with any condi- | mess it’s plenty mangy and not even | YOU can Salts a host promt, cut your It’s the one business in the spe- | to gold-plate the merchandise before blen 
ti ises, an af ations. | house broke! selling effort and make “volume” | cisity field where a man who will | he will accept it bse 
Its whole soul and body is PRICE! | ‘The law says there must be com- | set your short margin. Maybe you hie hhend and shoot square, can depé 
ts whole soul an y ’ — ys really believe that everybody else is | USC MS Head an — G finis 
petitive bidding on all equipment and | jean © ts ented Goal you oso and build himself up into a really im- LORIFYING THE PRODUCT cael 
WHERE BIDDING WORKS supplies and the engineers are sad- pregnable position! I know of no Last but mot leet. 
the buyer ought to take the low bid! ast, but not least, glorify the the 
There are some lines of business | dled with the job. = a the If you do feel that way, maybe other line of re = yee product itself, for after all, the buyer thin 
in which the bidding method is a pe cae ne oe decks Gale oe = scar that’s why you ain’t makin’ as much ese pays suc . # pe ms os realizes that he must eventually look spec 
legitimat thod of doing business. | 5° or where @ man may bu to the mechanical equipment to do 
ee ese pave the produes | Hopeless in every specialized field. | ney 98 you think you ought to! | 2 .unetantial business without turn- | the work for him. > 
col gag Api . It is just impossible to fence out Let's get out of the woods and then | ing the control over to his manufac- 
markets. If an elevator company shoddy goods and service and still | take a good look at the trees! Let’s | turer or his finance company! The first two steps are not so hard, Se 
— oe ee ee eos give the order to the low bidder. analyze this bidding racket: What You’re selling merchandise and a Soe We Ee ner Ney Se inalis Sate up i 
standard bushel of wheat for a dollar, happens when you go after business adn te wis te ts wee and turn the spotlight on our past latic 
there is no question about the “above- INVITATION TO CHISELERS on a price basis? One of two things: darts accomplishments when the occasion 
board” character of the transaction " It pays its own way with a margin | g ds it. W ” he a offer 
t cet 4 If this is tr + iin senna You cut your profit margin or you on the side! If you sell it right emanas it. e can a sincere serv 
If you go into the cotton market an Ss ue 0 e ” os “skin” the job down. There ain’t a an eats som oon " iaaent if we are really trying to help the yt 
sctlsh, thave to'ne"acention chat the | laboratories, thir sutnosity to on- | .C@Ne Way vou can do You can build up your own local | P*sPect. with 
ar hoger ke a peony ; a pny “aa about Mister ’ sania Suppose you take the first course. | monopoly! You don’t have to wear Too many salesmen are content to sign: 
modit Buyer, who adopts the “Bid” method | Yu say to yourself, “I ought to | any man’s collar! Oe ae Colt aie Pee avai 
” 1 ° have 40% gross in a job to make a Wh we bexin? V imple | i” effect “I’m a good fellow. I work was 
Even in such fields lumb for selecting his refrigeration? When ere do we begin? Very simple 
yee ae cate went, trick laying, | he doesn’t hire a consulting engineer, | Profit on the volume I've been doing | Quit bidding and start SELLING! | f° ® good outfit, and we sell a resic 
wiring, concrete work, brick laying, dnciats, Goede wh Gein veaah specifica. | but I'll go after a bigger volume at Those five words should be en- | ‘ePutable product—sign here.” When the 
and so on, it i . fod a = tena, tn thet feet ‘sage “There i is, 30% gross and get enough extra jobs | graved in the desk of every sales- the buyer tries to dig a little deeper was 
ee Fo es | boys——how much for refrigeration?” | to make up the difference.” man! Quit bidding and start selling! | they shy off and proceed to repeat pan} 
set of specifications so that every- ys h gpl Maybe those aren’t the right per- What is selling? There are a lot the “good fellow” routine, which wort 
body will figure on delivering iden- | —Wwhat do you think he is going centage figures for your town but , makes the prospect wonder if there's rectl 
tical d rvi d as a true | get from the low “Bidder? ge Heur y of definitions but for my part I like 7 
cal goods or service, and a e they will serve as an example. Sup- “TN is the art of convincin something wrong with the goods. 
“Bid” transaction it is legitimate You all know the answer unless to say, “It & z Ms 
‘ as iene te tee te & tines Whee pose your sales have averaged $400 | a buyer that he must have my goods, Let’s get down to concrete think- custe 
Such a condition cannot exist in | Y' PP li Pp at retail, including coils, valves, | now, and that they are worth the | ing—when you buy something that cone 
specialty fields where standardization | there is a , ——" on | installation accessory items, etc. price I ask for them.” costs from a couple of hundred up teste 
is impossible. Take for example the | Chiselers with no bag , Let’s break down the profit on 10 Selling is an art just as sculpture | to perhaps a thousand dollars, what ond 
matter of getting yourself a wife! However, I’m not going to waste | jobs at 40%— information do you want? : 
or painting or music is an art. You this 
A little extreme, perhaps, but worthy | a whole lot of sympathy on the * * * Take a service truck for example. seme 
of oy Suppose = just cer rags po pena If he ‘sel ‘ lob Me "i Profit You want to be sure it’s made by a 
run an @ € paper and say | wants to brea e rules let him pay in a ans a ce reputable manufacturer, sold by a 
“Will buy wife at lowest price | the bills as the years = ~ = a Sales Price—10 @ ro 00 $4,000.0 responsible dealer with facilities for Sal 
ee ee |e ee ee ee i": = 2 )  gaiteeeereenieneeesepenps $1,600.00 | Service. Do you stop there and start 
would get an awful workout and if | quite such an extreme case an h talking price and terms? I don't AY 
a. f Gee ¢ bets 6 4 the deals handled today the Overhead (rent, light, heat, office help, 
you stood by your offer I hate to " 90% of the deals handle ay depreciation of equipment, etc. ............ 12% 480.00 think so. You go out and see the 
Commission or salary to salesmen ............ 8% 320.00 thing, you drive it, you listen to it, 6 
C 0 [ N V F N D | N G C 0 0 L F PR S Reserves for contingencies ................20+5 5% oan a osnen te look under the hood. 
000. —* You act inde d 
pendent, of course, an 
Net Profit pt seth artikel olan ign eee e eee eee eee eee eeeee $ 600.00 you talk about price and the trading wnt 
THIS HEADQ TERS THEM value of your old jallopy, but finally ing 
ee “A _— oo WRITE “Biddi 4 0 M Just Getti B you decide which one of several at G 
; * If it’s coin vending coolers you want write Pelco. FOR I ing ne eans JU e ng y offerings is the best for your purpose Elect 
DELCO A variety of new advanced models in various Now take the same 10 jobs with a 30% gross margin of profit which | and if the price isn’t too far out of sales} 
——_— a = ee an ae hs ye CATALOG brings the selling price down to $342 each— line, that’s what you buy. Your final in 1 
apie pena Sales Price—10 @ $342.00 ..........cceeeeeeeeeeeees $3,420 .0 decision is very strongly affected by Picke 
ee RN Oe re ee ere eee $1,026.00 | the sales story the salesman puts up the s 
Overhead OE NE 66506 6: $044050-0504840000000550.80 480.00 to glorify his truck and to show you lishe¢ 
CD h.00.6 6 WAS 605546005 59050 REED ESS 8% 307 .60 why it meets your needs. keeps 
DEY 5.06 45100%464 54050-0008.05 403-058 000R 0080 KE 5% aa ae 958.60 Your prospect is a normal human Mr 
Net Profit , $ 67.40 being just like you are. His reaction — 
eee “— = . coerce ereeereese ° ee ee . to your sales story depends on your 12 ye 
It doesn’t take much mathematics | are born with an urge to sell, or you | presentation. Your presentation de- Sales 
to discover that you’ve got to sell a | acquire it, and like music or paint- | pends on how much you know about Overc 
little more than nine times as much | ing, you’ve got to study and practice | your merchandise and your service! wat C 
stuff on the short margin to make and fail and work and struggle, but No salesman ever knew too much whole 
up the difference in net profit. Per- | if you really put yourself into it you | about his product. A little knowl- An 
haps you will say that the overhead become an artist! edge is dangerous but in the words a 10-; 
won’t go up in proportion to the You learn to convince people they | of a great philosopher, Boileau, newer 
volume and I’ll concede that it isn’t | want what you’ve got at your price. | “Whatever we understand we express po 
a direct percentage relationship, but | That’s selling! clearly, and the words flow with . 
it is bound to go up to meet the What have you got to sell? Iron | ease.” That is a salesman’s greatest Pog 
volume half way at least and that | and copper and tin? Yes, to be sure, | need—an easy flow of the right aoe ' 
means you will have to get four or | but those things are so common you | words! thee 
five or six times as much business believ 
to offset the 10% cut in gross indivi 
margin. You know, and I know, that sales 
ee Teo ; : isn’t in the cards. many 
Si ty “insul fr an oecily — You can’t create new business out last ( 
-. oes ee ae z eae oe of thin air on price appeal alone and ing fe 
_ known, proved quality without exception. if you cut into your profit margin IN AIR CONDITIONING men. 
aie 3 * eek ] ines ew owe eo aera enough to get a real selling advan- poe: Ee. man-power vith, the same engineering. Many have, had pears @ As 
Ee, ee cise whe 4 : 
= SULPHUR DIOX! DE tage, and if you stay with it long ment. Men graduated from "America's Write and tell me the kind of man you Syster 
enough you'll be looking for a job largest refrigeration and air condition- want. I will send you the names ® fact — 
on the W.P.A ing Lot ggag a really know their several, especially ‘selected to meet ergan 
# ; ‘ eciggeag business. hey have been thoroughly your individual needs, with a frank + 
bs ETHYL CH LOR IDE Now I’m not advocating a price ge a in both theory gna practice statement as fo, thelr, ability. at p — 
= =>? : wee boost so that you can get rich on - Ge oe nee ee ee” 2 ae oe for e st 
| ANSUL CHEMICAL COMPANY 4 MARINETTE, WISCONSIN two jobs a year. There are evils on man i available—heatin cooling, air placement, service, Address soree Le tions 
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Upper-Income Customers Make Good Sales 


Scouts 


Dealer’s “Extra Services’ Pay Out As Customers “Go To Bat For Him 


DETROIT — Making the ‘little 
extras” in courtesy and service its 
calling card into upper-income homes, 
Economical Radio & Appliance Co., 
full-line dealer here, has kept its 
sales in the upper register, and 70% 
of its business is cash on the line. 

The store’s customers are not 
limited to a select “400” by any 
means, for during the 11 years of 
its operation the company has served 
close to 60,000 customers. All the 
usual devices are used to get pros- 
pect interest—classified advertising, 
direct mail, and telephone contacts— 
but it takes special treatment to 
have 10 sales grow from one. 


GROUNDWORK 


First, the groundwork is done in 
a better-class residential section. 
When a sale is made, the company 
is careful to make the installation 
according to the individual tastes 
of the customer. Quick delivery, 
prompt service, and advice on best 
placement and most efficient opera- 
tion of the appliance is given. Good 
treatment talks loud in the neighbor- 
hood, giving the company a quick 
and highly recommended entry into 
other homes in the section. 


For instance, if a customer buys 
a radio, and wants the cabinet to 
blend with the color scheme or the 
woodwork of the room, a service 
department is maintained which will 
finish the cabinet according to speci- 
fications. When this customer, or 
the friends and neighbors, begin 
thinking of other appliances, this 
special service is remembered. 


COMBINATION SALES 


Sale of one appliance often builds 
up into an all-electric kitchen instal- 
lation, for here again the company 
offers a complete kitchen planning 
service. From blueprint design to 
final details the company works along 
with the customer, having full de- 
signing and engineering facilities 
available. Recently, a $3,600 kitchen 
was installed for a customer in a 
residential suburb. This job was 
the “last word” and the home owner 
was “pleased as punch.” The com- 
pany has realized about $10,000 
worth of business directly or indi- 
rectly from one such account. 


Many of the company’s long-time 
customers are excellent new business 
scouts. In hotels, gas stations, fac- 
tories, and office buildings are men 
and women who send prospects to 
this dealer to be turned into cus- 
tomers. 


A corner of the all-electric kitchen of Mrs. W. H. Martin, Pleasant 


Ridge, Mich. 


Installed by Economical Radio & Appliance Co., the kitchen 


is complete in every work-saving detail and is “tailored to desires” 


with blue tile and 


metal work surfaces. 


Because of special attention to 
details, some radio installation work 
is done on expensive yachts in this 
Great Lakes country. From these 
moneyed customers come further 
orders or hot tips on where and how 
business can be obtained from others. 


‘TIP-OFF’ SYSTEM 


The store is located on heavily 
trafficked Cass Ave., but is not in 
the main shopping district, and, with 
parking facilities meager, drop-in 
customers are not much depended on. 
No outside selling force is employed, 
but the prospect and customer list 
continues to grow from mail, tele- 
phone, and personal contact by the 
store’s small force, plus the dividend 
paying “tip-off” system that has been 
built up from and by the recom- 
mendations of the company’s cus- 
tomer-friends. 

“Very. often,” says Louis Winn, 
store manager, “one of our installa- 
tions will ‘speak for itself,’ and 
prospects who want a special job 
on a radio cabinet or an all-electric 
kitchen installation will contact us 
to talk it over. 


CASH ON LINE 


“We have found,” he continued, 
“that the majority of our customers 
are more than willing to pay cash. 
It is just as easy to sell on a basis 
of a large cash down payment and 
the balance in 30 days as it is to 
put the ‘long term bee in a cus- 


Sales Only Turnover For 
St. Louis Distributor; 
Salesmen Stay Put 


ST. LOUIS—Sales are the only 
things in which there is any turnover 
at General Appliance Co., General 
Electric distributorship here — the 
salesmen stay put. For when, back 
in 1928, Manager Nick Shannon 
picked the men who were to form 
the sales force of his newly estab- 
lished company, he picked them for 
keeps. 

Mr. Shannon, of course, has been 
with the firm since its beginning 
12 years ago. So have two of his 
Salesmen, Walter Alberts and Bill 
Overdeck. Two 11-year men recently 
left General Appliance Co. to accept 
wholesale executive positions. 

Another salesman, Cliff Bates, is 
@ 10-year man. Ralph Jewell, a rank 
newcomer to the organization, has 
only been with the company for 
seven years, 

Mr. Shannon claims to have kept 
‘US salesmen with the firm by mak- 
ing them happy and by rewarding 
them well for their efforts. He 
believes in giving the men plenty of 
individual freedom in mapping out 
Sales campaigns, in giving them as 
msny hot prospects as possible, and 
last (though far from least) in work- 
me for instead of behind the sales- 
en. 

AS proof of the efficacy of such a 
System, Mr. Shannon points to the 
fact that all but one man in his 
crganization are members of G-E’s 
Topper Club. Further evidence of 
the success of Mr. Shannon’s opera- 
tions lies in the fact that his com- 
pany, while maintaining an extremely 
rapid sales turnover, has never had 
& credit loss. 
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Prospects Hunt Bargains 
—Dealer Finds Sales 


VICTORIA, B. C., Canada—Lure 
’em in your store with bargains in 
special items and keep them running 
in every week to make payments. 
That’s the way an electrical appli- 
ance store here makes contacts for 
appliance purchases. 

The store offered an imported set 
of English dinner china. The set 
could not be bought for cash, but 
was available only on terms of 50 
cents down and 50 cents a week. 
More than 1,000 of the sets were 
sold, bringing the same number of 
customers into the store each and 
every week to meet the small pay- 
ments. 

The repeated visits make them 
familiar with the store’s staff—and 
its line of electrical appliances. As 
sales resistance decreases, salesmen 
sell the customer on the idea of 
adding ‘a little more” to the weekly 
payments and becoming the owner 
of an electrical appliance. 


Omaha Sales Campaign 
Goes ‘Over the Top’ 


By $26,000 


OMAHA, Neb.—Pushing a $1,250,- 
000 appliance sales quota to dollar 
volume of $1,275,815 in a _ 90- 
day “Mutual Opportunity” campaign 
which ran from Oct. 1 to Dec. 31, 
1939, electrical appliance dealers here 
are already starting the move for 
an even bigger 1940 campaign. 

Peak sales in the Christmas buying 
period, aided by a prospect hunt by 
Nebraska Power Co., shoved the 
campaign sales over the quota. 


— 7 — 3 


tomer’s bonnet.’ Everybody gains.” 

To do this kind of business, it is 
necessary to carry a full line of 
high-class merchandise, Mr. Winn 
advised. He observed that if a store 
carries low-quality lines, credit and 
collection troubles will pare profits. 
Selling the better appliances, and 
installing them exactly as and when 
the customer wants them, is what 
Mr. Winn calls “paying advertising.” 


‘Letter of Credit’ Opens Safe Way To New 
Appliance Customers For Dept. Store 


LOS ANGELES — Adoption of a 
‘letter of credit” plan has given the 
Broadway department store here 
additional electrical appliance sales 
to customers unable to pay for the 
purchases on a regular 30-day open 
account basis. 


The plan provides for a down pay- 
ment of 20% on purchases from $15 
to $100, with the balance spread over 
a period from three to six months, 
depending upon the amount of pur- 
chase. It was developed by the store 
to fill a need for a sound credit plan 
available to salaried people regularly 
employed. 

After proving financial responsi- 
bility, the customer establishes his 
‘letter of credit” at the store’s credit 
office. This “letter of credit’ is 
nothing more than a small card, 
authorizing the issuance of credit to 
the person named, and with space on 
its reverse side for a record of the 
amount of purchase, date, total credit 
extended, and unused balance. 


When making the initial purchase, 
the customer has the amount filled 
in by the salesperson. It then be- 
comes authority for extension of 
credit, but is balanced by store 
records of the transaction—which 
are the final answer, in case a differ- 
ence exists. 

Suppose, for example, the customer 
makes a $15 purchase. The down 
payment is $3, with a balance of $4 
a month for three months. Interest 
on the unpaid balance is one-half of 
1%, in this case 18 cents on the $12 


balance. On a $20 purchase, the 
down payment would be $4, with -the 
remainder spread out over four 
months; on $25 the payment would 
be $5 down, and four months’ terms. 
From $50 to $100, the spread is six 
months. The “letters of credit” are 
issued only in graduated amounts of 
$5, and a customer may have only 
one such letter at a time. 


If the full amount of the letter 
of credit is not used on immediate 
purchases, a refund can be secured 
on the balance and used to apply on 
the open account bill, or can be 
refunded in cash. If the whole credit 
amount is paid up within 30 days, 
there is a refund of the interest 
charges. 


Customers ‘Talk Back’ To 
Dealer In Novel Promotion 
For New Appliance Store 


KALAMAZOO, Mich.—Green Radio 
& Refrigeration Sales Co., appliance 
dealer here, has opened a new store 
under the name of Super Wholesale 
Warehouse Stores. Complete line of 
electrical appliances will be carried. 


As an opening day stunt, voice 
recordings of customers were made 
without charge. Space requirements 
necessitated the opening of the 
second store, according to A. O. 
Green who is president of the 
firm. 


; | One of the Large 
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T WILL pay you to obtain your copy of this 
new Century Bulletin which describes the 
operating characteristics and construction 
details of Century Single Phase Repulsion 
Start Induction Motors. It tells why this type 
of Century Motor is ideally fitted for refrig- 
eration compressor applications, how it 
assures the efficient performance of your 


installations. 


Century Repulsion Start Induction Motors 
have starting and operating advantages 
which cannot be obtained from any other 
type of single phase motor. They fully meet 
the demands of compressor installations 
where high starting torque, low starting cur- 
rent and automatic starting are desirable. 

This new bulletin contains charts and 
curves explaining the high starting effi- 
ciency of these Century Motors, showing 
why this factor is so important when driving 
refrigeration or air conditioning 


compressors. 


Century Repulsion Start 
_ Motor driving a refriger- 
ation compressor. 


It explains the ventilating system which 

keeps motor cool; why Century bearings 
have unusually long life. 
In short, it tells you why Century Repulsion 
Start Brush Lifting Motors give such un- 
usually dependable service on the toughest, 
hard to start jobs. - 

Century RS Single Phase Motors built in 


sizes of 1/8 to 40 H. P. 


Write for your copy of Bulletin 402-A 
today. It’s yours for the asking and contains 
much valuable information to help you in 
your business. Complete details on the entire 
Century line of single phase, three phase 
and direct current motors, from fractional 
to 600 H. P. will gladly be furnished by 
Century's national sales organization. A 
call will place the nearest Century Motor 
Specialist at your service. 

CENTURY ELECTRIC COMPANY 
1806 Pine Street 
Offices and Stock Points in Principal Cities 


St. Louis, Missouri 
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No Price War 


EALERS have been appre- 

hensive lest the somewhat 
startling series of lower-price 
announcements on the part of 
household’ electric refrigerator 
manufacturers presage the start 
of a destructive price war. 


They are asking: “If I place my 
committments now, will I be sorry 
later? And if I sell my valued 
customers now, will they be sorry 
later?” 


The best answer we can give 
to such questions is that the new 
low prices announced in January 
do not constitute the first battle 
in a prolonged price war at all; 
rather, they show all the earmarks 
of a carefully planned and long- 
thought-out campaign to realize 
certain specific objectives. Some 
of these may be enumerated as 
follows: 


list Prices Now Reflect 
What Purchaser Actually Pays 


1. To stabilize retail list prices. 
Leaders of the refrigeration indus- 
try have gone to great lengths to 
make it and keep it a high-grade 
business. When appointing both 
personnel and outlets they have 
largely kept this thought in mind. 


But the _ price-cutting and 
“chiselling’” of the last couple of 
years has been doing untold 
damage to the structure of respec- 
tability they had so painstakingly 
erected. It got so nobody expected 
to pay the list price for a refrig- 
erator—you were considered a 
chump if you did. 


Discounting Boosted Mortality 
Rate For Dealers & Salesmen 


People shopped from store to 
store until they got the best 
discount. This meant the demise 
of the retail salesman; it meant 
also the demise of a large number 
of dealers; and worst of all, it 
began to put the household refrig- 
erator business in the racket class. 


By means of these new low 
prices, the manufacturers are 
merely recognizing and making 
official the actual selling prices of 
their products. And there isn’t 
enough spread in there for much 
‘chiseling now. Net result should 
be that everyone should make 
more money. 


2. To meet competition. Private 


brands have been growing. Sears- 
Roebuck and Montgomery-Ward 
have become the industry’s “boogie 
men.” So it was decided to fight 
fire with fire. 


To dealers, manufacturers say: 
“You have been crying for some- 
thing to meet ‘mail order competi- 
tion.’ O.K., here it is.” 


Nipped Incipient Competition 
In Bud By Lower Prices 


3. To prevent new people from 
entering the business. It was 
known that several concerns were 
eyeing the household refrigeration 
industry’s two-million-unit years 
with considerable interest. It 
looks, to an_ outsider, like a 
business which might be “cut into” 
profitably. 

But lower prices—and higher 
quality—are always discouraging 
to the speculative. Thus incipient 
competition is being nipped in the 
bud. 


Attempt To Establish Rational 


Values For Trade-Ins 


4. To establish trade-in values. 
It is becoming more and more 


apparent that trade-ins are becom-- 


ing a major factor in the merchan- 
dising of household refrigerators. 
This year it is being predicted 
that more than 25% of all sales 
will entail trade-ins. That figure 
should climb rapidly until it will 
be close to 80 or 90% before 
many years have passed, just as 
it is in the automobile industry. 


So long as dealers had such 
great spreads, they could juggle 
trade-in allowances around on a 
high-wide-and-handsome scale. All 
too often, the allowance for the 
used box was greater than the 
price it would bring at resale—not 
even taking into consideration the 
cost of putting it back into good 
condition. 


Dealers were cutting each 
other’s throats with excessive 
allowances; and customers were 
“shopping around” for the best 
deal. 


It is hoped that the present low 
retail prices on new refrigerators 
will force allowances on trade-ins 
down until some sort of stability 
can be achieved. It is quite 
necessary that some standard, 
national scale of used refrigerator 
values be established before the 
public becomes accustomed _ to 
getting more for the old boxes than 
they are worth. 


Market Widens immensely When 
More Prospects Are Eligible 


5. To reach lower income levels. 
This, of course, is the obvious 
reason. But it loses no validity 
by virtue of being as plain as the 
nose on W. C. Fields’ face. 


All you have to do to be con- 
vinced of the tremendous low- 
income market yet untapped is to 
study statistics on income by 
families. The farther down you 
go, the more there are of ’em. 


6. To divert expenditures away 
from other types of products and 
services. Every family has just 
so much left after paying the food 
and rent bills. Will they spend 
that on fur coats, trips to Mexico, 
a new car, or a rug? Or will they 
buy a new refrigerator? 


These dramatic new prices, it 
is hoped, will make them decide 
this year in favor of a refrigerator. 


All the above reasons for the 
price programs currently in effect 
are also reasons why volume 
should be high in 1940. 


They'll Do It Every Time . . . 


WHEN HE'S PLAYING 
WITH THE OFFICE FIVE 
THIS GUY CAN MAKE A 
BASKET WITH EITHER 


Cop1 1940 King Features Syndicate. Inc. World nghts reserved 
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OH, BOY - THAT'S 
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Now: How does the individual 
dealer get his share? Well, there’s 
one answer which has been tried 
with surprising effectiveness in a 
few localities: the cold canvass. 


Oh, you say, we’ve heard that 
one before. The cold canvass is 
a thing of the past. Women are 
pestered to death. They’ve all 
heard the refrigerator story a 
dozen times. 


Friend, if you’d have said that 
three years ago, or two years ago, 
or even last year, you’d have been 
mighty right. 


Opportunity For Revival 
Of Outside Selling 


But prospects have been given 
a rest. Outside selling has been 
largely abandoned since 1937. It 
has been a long time since women 
heard the food preservation story 
in their own homes. 


And now there’s a brand new 
story to tell! Not only are 
refrigerators much better than 
they were then, but prices have 
come down—’way down. 


Best of all, the cold canvassers 
won’t have much _ competition. 
Not one dealer in 50, it is esti- 
mated by one prominent sales 
manager, sends out canvassers any 
more. You'll almost have the field 
to yourself, if you go after it 
right away. 


LETTERS 


Isn’t That Just Too Bad! 


(Note written on a renewal 
subscription invoice returned by 
Highland Technical Institute 

1141 N. Highland Ave. 
Los Angeles, Calif.): 

We appreciate the fact that we 
received considerable publicity in your 
recent issue and that Federal Trade 
Stipulations against other schools 
have not been published by you. We 
are advising all students to not read 
your biased magazine. 


H. T. ARMSTRONG 


Answer: Following is a list of the 
headlines on articles reporting various 
actions taken by the Federal Trade 
Commission affecting schools and 
other concerns in the refrigeration 
and air conditioning field. Have we 
missed anything? 

Federal Trade Commission Activities 

Reported in the News During 

the Past Year 
1939 (Page 12) Iowa Water 
Draws FTC Ruling. 

) 1939 (Page 19) Diesel School 
Agrees to End Misleading Advertising. 

June 28, 19389 (Page 13) F. T. C. 

Criticizes Methods of Chicago School. 


Jan. 18, 
Heater Co. 
March 8, 


July 19, 19389 (Page 9) FTC Order Hits 
False Use of ‘Made in USA.” 

July 19, 1939 (Page 20) ‘Buyer’s Reports’ 
Head Must Face FTC Quiz. 

Aug. 30, 19389 (Page 1) Attack on ‘Good 
Housekeeping’ Seal Challenged. 

Sept. 6, 19389 (Page 14) FTC Cracks 
Down on Lincoln Locker Corp. 

Oct. 4, 1939 (Page 9) FTC Accuses 
Johns-Manville of Misleading Advertising. 

Nov. 8, 1939 (Page 11) Federal Trade 
Commission Issues ‘Cease & Desist’ Order 
Against Roy Hemphill Schools. 

Dec. 6, 19389 (Page 16) Pamphlet Course 
in Air Conditioning Is Curbed by FTC. 

Dec. 13, 19389 (Page 11) Finance Compa- 
nies Must Desist Using ‘6%’ in Adver- 
tising, FTC Rules. 

Jan. 10, 1940 (Page 1) FTC Charges 2 
Firms with Misuse of Term ‘Air Cooler.’ 
Desert Cooler Maker Checked by FTC. 

Jan, 17, 1940 (Page 18) Western School 
Agrees to FTC Stipulation. 

Feb. 7, 1940 (Page 13) FTC Cracks 
Down on Used Appliance Deals. 


Keeping Up-To-Date 
On Product Listings 


Esco Cabinet Co. 
West Chester, Pa. 
Feb. 10, 1940 


Publisher: 


Please refer to the lower right hand 
corner of page 14 in your issue of 
Feb. 7. I refer to the letter and 
editorial listing of manufacturers 
under the heading “Freezer-Refrigera- 
tors.” 

Also please refer to one of your 
early summer issues of 1939 where we 
ran an advertisement on Esco freezer- 
storage cabinets. I do not recall 
having seen advertising from any of 
the three companies listed on these 
products in your publication, although 
I did see a publicity article on the 
last. 

I hesitate to make an accusation of 
favoritism, but the only other reason 
I can assign is that your editorial 
staff does not read the advertising in 
your publication. 

Rospert R. JAMISON, 
Sales Manager 


Answer: Please note that the letter 
published in the Feb. 7 issue of Am 
CONDITIONING & REFRIGERATION NEWS 
requested the names of “the three 
commercially built domestic freezer- 
refrigerators that Mr. Parker reports 
now on the market.” Also note that 
the inquiry referred specifically to an 
article in the Nov. 29, 1939 issue. Mr. 
Parker made mention of certain 
freezer-refrigerators in a talk given 
before the. University of [Illinois 
Locker Storage Conference, and in 
answer to an inquiry from the editors, 
named the three companies, as pub- 
lished in the Feb. 7 issue letter. 

In other words, the answer given 
was to a definite question about one 
individual’s specific quotation, and 
the editorial department’s knowledge 
of the advertising columns was not 
involved. 

However, we would not argue that 
the editorial department is infallible 
when it comes to answering questions 
about “who makes what,” especially 
in the field of commercial refrigera- 
tion equipment. 

Right now it would appear that 
the editorial department should be 
able to depend upon the new 
1940 edition of the Refrigeration and 
Air Conditioning Directory for infor- 
mation of this kind. In fact, the 
product listings in the Directory 
should be more accurate than infor- 
mation published months ago in the 
News, even in the advertising columns. 

As you must know, manufacturers 
make rapid changes in this industry 
and it is no small job to keep track 


of their current production. The rapid 
turnover in companies, products, and 
distribution outlets is perhaps one of 
the reasons that our publications are 
in active demand, so we are not 
complaining about the situation, but 
we will admit that the job keeps us 
very busy indeed. 

Referring further to the listings of 
commercial refrigeration equipment in 
the Directory, it has always been 
difficult to determine exactly who 
qualifies for such listings, owing to 
the fact that many companies can 
make most any type when they get 
an order, and, therefore, they usually 
claim to be producers of equipment 
for every kind and variety of appli- 
cation imaginable. 


Even the so-called “carpenter shop,” 
which specializes in making store 
fixtures locally, will issue a leaflet 
describing several dozen shapes and 
sizes of cabinets, none of which they 
carry in stock. 


Practically any refrigeration com- 
pany can fill an order for a “freezer- 
storage cabinet,” but the correspond- 
ence in question obviously referred to 
certain companies which have worked 
out special designs featuring this 
application. 


In brief, please keep us informed 
regarding your latest developments 
and please be assured that we are 
always glad to have factual informa- 
tion which will assist us in answering 
questions of readers and in reporting 
the progress of the industry. Remem- 
ber that we must get product informa- 
tion from the manufacturers and that 
the situation.is continually changing. 
It is necessary to keep on reminding 
people about your products and serv- 
ices. That is one of the reasons that 
regular and continuous advertising 
gets results. 


Progress In Hawaii 


Pahoa, Hawaii 
Feb. 7, 1940 
Sirs: 

Your package containing the man- 
uals is well at hand. I am now read- 
ing it and to my surprise I found it 
to be much more interesting than the 
textbook I’ve been reading. It will be 
of great help to me along my lines 
of study. : 

It’s been a long time since your 
first bulletin of the Air CoNDITIONING 
& REFRIGERATION News was sent to me 
that I didn’t receive one. It may be 
a mistake of yours but will you please 
check it up and if you find it to be 
the error please correct it and send 
me the weekly paper. I’m eager to 
read the contents of it and read the 
latest news about the advancement of 
air conditioning and refrigeration. 

Please have it checked so that I 
am to receive the News weekly for 
which I paid. 

MASAMI MIYATAK®# 


‘Silver King’ Freezer? 


Pioneer Refrigeration Co., Inc. 
228 E. Columbia St. 
Ft. Wayne, Ind. 
Editor: 

We are writing you to inquire if 
you can furnish us with the name of 
the firm who manufactures the “Silver 
King” freezer. 

We shall be very grateful to you 
if you can give us this information. 

E. H. Gerber 


Editor’s Note: Can some reader 
identify this product? 
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. e 4 / s 
Page Presents Ideas | Dellas Cooling Dealer | Sqles Pickup Shown York Takes Its “Packages Into the Field 
‘ re . 
On Air Conditioning | 7° Free Ride on| By Detroit Dealers a | 
tatian P Local Cafe Advertisments In Ai c | ditioni 
Association rogram DALLAS, Tex.—Dallas Air Condi- n IF on Iftoning 
tioning Co., Inc. is making use of 
(Concluded from Page 1, Column 4) | advertising placed in the local papers DETROIT—Sales being reported 
ing and installations both from the | by some of the leading cafes of by members of the Air Conditioning 
standpoint of the purchaser and the | Dallas, by associating its name with Association of Michigan indicate that 
reputation of the industry itself. the advertised comforts of those | 1940 will be an active year in the 
Naturally, there is also the problem | places. Detroit area. Atmospheric Control 
of effective coverage and distribution Cafes which have been conditionea | C°rP- is installing 125 tons of Carrier 
of a product which up to this point | by this organization insert display | ®@uipment in the Peoples Outfitting 
has required so much technical | advertisements in the local papers. | ©®- Store at Dearborn, Mich. Sheet 
knowledge in its final application for | These advertisements are banked to- | Metal and air-moving equipment is 
the purchaser. To those of us making | gether in the lower corner of one | handled by J. Brodie & Sons of 
up the membership of the National | page, usually in the amusement sec- | Detroit. 
Air Conditioning Association, this is | tion of the dailies. Individual adver- American Refrigerating Co. has 
of course a vital problem on which | tisements are of the same size, two | the contract for a new Federal De- 
the brains of pinch — haygeecone f — columns wide by 2 inches deep. partment Store located at Harper and 
be focused, and which must have , Baldwin, Detroit, and will install a 
some sensible solution at the earliest wae a aaa weg Bag . 105-ton direct expansion air condi- 
possible moment. Particularly is this the ate to tie in with the restau- | tioning system. The firm is also 
true when we consider the vast rant edtertiomedin. These adver- installing 20 tons of equipment in the 
potential residential market which tisements call attention to the fact | Detroit offices of Davidson Bros., Two city gals give their approval to York’s new “Iso-Temp” reach-in 
of course involves distribution and | that air conditioned comfort found in | OWner of Federal Stores. refrigerator for farm refrigeration purposes. While these girls may not 
application problems of a much more | those cafes has been made possible | | Westerlin & Campbell, York dis- “ . sleet ’ 
complex nature than the straight hy wae of ths cotemnant witeien tt tm ko Beck & Co know all about life down on the farm, they know their way around in the 
commercial eee such as : shoe stores, according to Louis 8. refrigeration business, for Miss Jeanette Foley (left) is sales promotion 
~~ oe ‘ay man oe the ‘ Morse, Jr. of the Detroit office. Both manager of York Ice Machinery Corp.’s Brooklyn office, and Elsie 
National Air Conditioning Associa- Stephan President of See ponedag = onan nae = Schanze (right) is secretary to York’s eastern regional manager. 
tion, as we see it, also to serve as a Propeller Fan Group used-in the Beck Woodward Ave. unit 
medium of contact and association and 7% hp. in the Grand River unit. x Sik Serr 
oe Kantais, see 
pra ae ie Gar . _ CLEVELAND—A. R. Stephan of The York distributor also sold two Sy _ Stem 
as well as the manufacturers of the | the DeBothezat Ventilating Equip- | -ton self-contained store cooling meee 
- primary air conditioning equipment, | Ment Co. was elected president of the units; one in the New State Coffee 
vid distributors, dealers, and contractors, | Propeller Fan Manufacturers Asso- | Shop, and a second in the New 
pe the control manufacturers, the outlet | ciation at the annual meeting held | Library restaurant. 
of or grille manufacturers, the insula- | here recently. Other officers selected Since the first of this year West- 
re 
t tion manufacturers, etc., as well as | for 1940 were M. W. Bauer, Aerovent erlin & Campbell have also sold an 
a: the various individuals interested. Fan Co., vice president, and V. C. | S. S. Kresge Co. store at Alton, Ill.— 
jr We very much appreciate the | Shetler of Detroit, secretary-treas- 30 tons; an F. & W. Grand 5 & 10 at 
valued help you have given us in urer. Flint, Mich. (owned by H. L. Green 
of our initial start and we say quite The association is conducting a | ©°:)—40-ton compressor with evapo- 
in frankly that without it we would not | nation-wide campaign advocating rative condenser; an F. W. Wool- 
en have made the substantial progress | certified capacity ratings for propeller worth Co. store at Saginaw, Mich., 
ho that is today apparent. fans. Headquarters are maintained | tW° compressors—one 30 and one 40 
he JESSE W. Pace, Jr, | at the General Motors building, | ®P.. each with evaporative condenser; 
“ President ' Detroit. a 10-ton comfort cooling system in 
" the Detroit offices of Dossin Food 
a ‘ ‘ ‘ r, F Products; and one 40-hp. ammonia 
. industrial installation for use in 
i Experiments with Hospital “Recovery Room’ | 22. eee cee tna 
,,” ray” meat storage process. 
re ° e r | ry Boyd-Cooper Heating Co., Frigid- 
et Cited as Proof of Air Control % Benefits aire distributor, reported the sale of 
“ a 5-ton self-contained store unit to 
m HOUSTON, Tex. — A _ healthier ; cooled, he is taken to a private room jad yong Fh gg gen oo 
n- America would be ours today had the | or a ward.” ~ Detroit to have air conditioning. J. D. Hertzler (left), York’s new sales manager, and J. L. Rosenmiller 
7 ideas and theories of air conditioning A highly important part is Mechanical Heat & Cold, Inc., (center), sales promotion manager, proudly look on as the new packaged 
d- engineers and medical men been com- | played by air conditioning in prepar- Westinghouse distributor, is install- 
to bined years ago, Dr. Murray B. | ing a patient for an operation, Dr. | ji, 4 system for the J. C. Penney Co Flak-Ice machine performs for York President S. E. Lauer at a 
ed Ferderber, director of the depart- | Ferderber said. Allergic persons, in vd y pe es — distributor meeting. Mr. Lauer catches the ice ribbons as they come out. 
\is , , department store at Jackson, Mich. 
ment of industrial hygiene in the | particular, are benefited when placed 
school of medicine at the University | in an air conditioned room for two 
. of Pittsburgh, told a recent meeting | or more days before an operation, as 
re of Pittsburgh, told a _ recent | they then are better able to stand the 
a- A.S.H.V.E. meeting here. operative procedure. The clean air 
ig “If the two professions of engineer- | removes the offending pollen from 
1g ing and medicine could be made to | the patient’s system. 
4) ae 
wt ’ rom a form of allergy that causes 
g. could be prevented not only in homes severe coughing or sneezing is bene- 
= and business houses, but in one of | fited by the air conditioning follow- 
v- the most important places of all— | ing the operation. His comfortable 
at the operating room of a hospital,” | surroundings lessen the danger of 
1g Dr. Ferderber said. tearing loose a new _ operation 
The speaker called attention to | wound by coughing or sneezing. : - : 
experiments that revealed the bene- tT Curtis line of packaged air conditioners meets the growing demand of all classes 
ficial effects of air conditioning from of retail establishments for effective, efficient cooling—yet these units eliminate costly 
a health standpoint conducted re- installation expense. 
cently at McGee Hospital in Phila- You can sell this rapidly expanding market that includes retail stores, offices, restau- 
delphia. Success of the project rants, banks, beauty parlors, etc., with Curtis pack- 
brought its adoption in many hos- aged air conditioning units that require only water 
n- pitals in the Eastern states. and electrical connections to install. 
- “The hospital had the operating There’s a wide range of capacities, from 3 to 
- rooms air conditioned,” he explained. 15 tons. Both the Curtis Store and Office Cooler 
ye “Then a new plan was put into opera- and the Curtis Remote or Central Type Air Condi- 
2S tion. If the patient is kept in a tioner are complete factory designed, packaged air 
moderately cooled operating room conditioning units that mechanically cool, dehu- pe 
ir during an operation, is it not logical midify, circulate and filter the air. They are quickly 3 and 8 ton Packaged Type 
1G to assume that the sudden change of and easily installed without disturbing store fixtures Air Conditioner 
e temperature when the patient is and are adaptable for heating if desired. 
pe moved into his room will hinder his The packaged air conditioning market is a fast @ The Curtis line of Condens- 
~ recovery ? growing source of sales and profits. Write for com- ing Units inciodes ctuss froma 
- To provide the patient with an plete information on the Curtis line. 1-6 to 30 h.p., als and water 
0 opportunity to recover safely, a eC 
- special room called the ‘recovery CURTIS REFRIGERATING patirre nthe csen wantin sind 
of room’ was air conditioned at a mild MACHINE COMPANY each precision engineered to 
temperature. The patient is allowed Division of Curtis Manufacturing Co deliver coonomiesl, trouble- 
I to recover gradually from the opera- : _ 74%4—10—15 Ton Complete Remote free performance throughout : 
.r tion there, and when he is able to 1912 Kienlen Avenue St. Louis, Missouri or Central Type Air Conditioner an exceptionally long life. ‘ 
stand a room that is not artificially j 
if = _™ 
f © REG. U.S. PAT. OFF. : ie 
: ae REG. U.S. PAT. OFF. a 
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‘ F ked Sales D 
G-E Out To ‘Clean Up’ | Roaster Trade-In Offer | Shorter Terms Bac ales Data 
| Ups K. C. Range Sales " 
On Laundry Sales - 9 By Credit Group Household Exports Total Huge Appliance Volume 
KANSAS CITY, Mo.—An offer to 6,421 Units In Dec. Seen By REA, lf — 

BRIDGEPORT, Conn.— Throwing | 2¢cept electric roasters as trade-ins MILWAUKEE—Credit terms not 
out the first sales ball in the spring | ©” electric ranges, with an allowance | generally exceeding 24 months and, WASHINGTON, D. C.—Exports of WASHINGTON, D. C.—Appliance 
washer and ironer league, the | °f full purchase price for the roaster, | in some lines of goods, not running | household electric refrigerators dur- | sales totaling $25,000,000 will be 
General Electric home laundry equip- | ° esulted in 60 range sales for Kansas | more than six months are favored by ing December, 1939, amounted to | made this year in the rural market 
ment section has launched a “Big | City Power & Light Co. between | the National Retail Credit Associa- 6,421 units with a dollar value of | if the $40,000,000 appropriation ap- 

League” campaign which will have | AU8- 1 and Dec. 1 of last year. tion, declared Lindley S. Crowder of | $536,407, the bureau of foreign and | proved by the House for REA is 
distributors, dealers, and field repre- In each case the company found | gt, Louis, manager-treasurer of that domestic commerce reports, with | voted by Congress. 

sentatives trying to smack quotas on | that owners of the roasters had been | organization, in a recent address | Brazil and South Africa being prac- These are the green pastures | 
washers, ironers, and dryers out of | 8° S0ld on the merits of electric | pefore the Associated Retail Credit tically paired for “best customer” | visualized for the dealer by the — : 
sight during the months of February | Cookery that selling them up to the | Men of Milwaukee. rating with 1,196 and 1,156 units, | utilization division of REA, which afi 
and March. range proposition was comparatively Warning his listeners that there is | respectively. ; ’ | pases the prospect upon expenditures & 

All the familiar baseball scenery | Simple. a national tendency to let down the Value of shipments to Brazil, | made last year and their effect on sa 
and props will be used to get the Roaster sales were extensively pro- | pars on credit terms, he stated that | however. totaled $102,246, while those appliance sales. ex 
sales forces in the groove. Pencils | Moted by this utility last year | such a movement, if it should become | to gouth Africa amounted to $93,858. hie ciate: oh i alli the 
shaped like bats will be distributed | through the medium of display | pronounced, would constitute a threat | venezuela had shipments of "683 doll PP Pd 5 seashiin seein, pr 
to the “players” to aid them in | trucks, each with a supervisor and | to business improvement because of | ynits valued at $67,866.  Ship- ae ee em pcs aa seh rin Co 
knocking in orders. pon he ac Page Bye po Reged the probability of increased reposses- | ments to European countries dropped pel ge. 4 bm 120.000 Poasene.d The ys 

, . 01 
‘GLAMOUR GIRLS’ electric ranges, by adding trailers to | oe, Sree poogting cua a sharply, no units being shipped to | average purchase of new users of saa 
the trucks for purposes of range dl Great Britain, and only one to France | service was $200 last year for the ) 

A touch of glamour will be added time. and Italy. first year on the rural lines. 
by appointing attractive female | ‘SPlay. The N.R.C.A. feels, he pointed out, South American trade held up, y atin 
coaches to decorate third and first that there should be no competition however, with Argentina taking 237 - 
base posts and inspire the boys to . es in credit and that instead of stressing | ynits, Chile 129, Colombia 212, and Carolina Chalks ‘Em Up eo 
give the old “college try” in sliding Xmas Gift Recipients the conveniences of long term — Peru 97. pew +4 imported 530 U. S.- mé 
into the sales sacks. To keep the merchandisers should feature e | made refrigerators during the month. RALEIGH, N. C.—Ma opt 

: y ° e , N. C.— or appliance 
players on their business toes during Offered Cooking Aid value of their goods and the services Commercial refrigeration shipments | sales for 1980 in the eutat Guses d rn 
the campaign, a newspaper called = seem. to foreign countries totaled 758 units, | py Carolina Power & Light Co. were 
ar We te eS MS Rene DALLAS. Tex. — First cookin with Brazil leading all lands with | as follows, according to figures com- on 
qeastere. Ryne ies ce | C.I.T. Nets $15,000,000 | 93 units, followed by Netherlands | piled by this utility: 

Rewards for distributors will go to | demonstration in the 1940 series of let. ers 7 7 Dadian wits, 26, Ginain ah on ond to 
the 16 out in front, composing a | Dallas Power & Light Co. was held F, 1939 O F ies edie , 63 Guna led i. Total inf 
“champion” and a “sluggers” league. | recently for customers who received rom perations we . Dealer- Dealer % ma 
Dealers will be inspired to get up | electric roasters, electric mixers, and imports of U. S. refrigerator parts, Company Of Total du: 

4 ‘ with a value of $181,075, while | Appliance Sales Sales 
there and take their cut by compet- | other table appliances as Christmas NEW YORK CITY—Annual report | 4 ti as second with $63,859 cal 
ing for an “All-Star” team. There | gifts. Instruction in the proper use | of Commercial Investment Trust on Aa poder sie re rd with $39, 468, | Household refrigerators 11,357 98 he 
are 25 posts open on this team, | and care of these appliances was | Corp. for 1939 shows combined net s r t 5 me with $34,007 a 4 Commercial i hn a * I 
which will make up its roster from | given by home economists of the | earnings of $15,715,169, consisting of | GS’ agrioa fifth with $52,442 a a b+ bu, 
the best dealer of each of the 25 best | utility. $14,505,705 from consolidated opera- | “OUC? “inca oa Water heaters .......... 1.578 74 big 
distributors. These winners will col- Similar demonstrations will be | tions and $1,209,464 representing net Brazil again led in imports of | Radios .............0000. 23,818 100 Yo 
lect the bonus prizes. given throughout the year at two- | earnings of National Surety Corp., a | U- S.-made air conditioners. Washers ........-++++++- 4,113 99 rep 

The girl sponsor-coach in each | week intervals. The demonstrations | wholly owned but unconsolidated sub- = 
distributorship will be rewarded for | will also include the use and care | sidiary. These earnings compare 101 
bringing her man around the base | of electric refrigerators and other | with $16,172,308 for 1938. Nema Household Sales For December con 
paths ahead of the pack. appliances. After dividends on preferred stock, The following 16 companies reported Clark, Leonard Div. Nash-Kelvinator Corp., pro 

A national magazine advertising earnings are equal to $4.34 per | sales to the Refrigeration Division of poe 80 ee ee. _— tov 
program will run concurrently with ’ share on 3,531,418 shares of common caidaien taal dn Te Gelaee Suahiaen Weise tae Os. pA a pra 
the campaign. Schedules in Satur- Dut ch Firm Mer ges stock, compared with $4.75 per share | refrigerators for December, 1939: Cooler Corp., and Westinghouse Electric 
day Evening Post, Parents, Woman’s on 3,319,582 shares outstanding at Apex ena a. aw om. ‘o> 2 the. abides cities 
Home Companion, and Life are set ROTTERDAM, Netherlands — A the end of the p revious guns. Ine. Prigianive Div. ‘Senna Fotors ¢ Corp., include units manufactured for the follow- G 
to break in March. new firm, N. V. Technische Handel- Net volume of business for the | Gaje Products Div. Outboard Marine & ing concerns: Montgomery Ward & Co., mil 

maatschappij “Kobach,” has been | Year totaled $966,383,708, an increase | Mfg. Co., General Electric Co. Gibson Potter Refrigeration Corp. and Sears, bus 

. . . of $269,922,938 over the previous | Electric Refrigerator Co., Kelvinator Div. Roebuck & Co. in | 

T. S. Perkins Dies organized here as a result of a Nash-Kelvinator Corp., Landers, Frary & r 
merger between N. V. Technische year. Outstanding receivables at the disc 

IRWIN, Pa.— T. S. Perkins, one- | Handelmaatschappij “Koeltechniek” | ¢"4 of the year totaled $362,108,427, SALES FOR DECEMBER, 1939 tria 
time general manager of merchandis- | with another well-known Dutch com- | 2” increase of $71,209,366 compared Other _—‘ Total doll 
ing engineering of Westinghouse | pany. The company, which handles | With the end of 1938. . Domestic Canadian Foreign World whe 
Electric & Mfg. Co., died here | Westinghouse equipment, has head- Results of the year’s operations, em] 
recently. He had been in retirement | quarters at Willem Buytewechstraat | @¢cording to company officials, “dem- Lacquer (Ext.) Cabinets Complete as i 
since 1933. 65, Rotterdam-W. onstrate that 1939 witnessed a DR GE. b.6ocysicuwcaeedsuces saeashe re 47 hes 6 2 tion 

‘ normal resumption of instalment buy- 3, Lees than 8 Ct. Boiss .cc ec eee ere ae 55 55 sigl 
ing, following the curtailment which S. SS GES Oh. Bovcscvreces rear y a 1,621 9 628 2,258 “ 
=" es began in the latter part of 1937 and 4. 4to 490 ow. fb... ..ccccccscccees 7,486 378 1,616 9,480 if ti 
: we C BO Bee Ge Beis cecccccwistssveans 10,4877 397 1,078 11,962 
siccinasantendinanadianidiessedinlbmanes 6. 6 to 6.99 cu. ft CIID sajaaa 4761008 58,680 the 
7 TBO: Fee GMs Bis kcisccsssccoses ae 1,989 8 24 2,021 lost 
8 DS. Oe Gi elec titccecssveseses 6,291 65 263 6,619 as ¢ 
PERSONNEL $00 Be Oh Bice vnscccnicsssess + sme aa i wag 
TO, FB GG. Th ONE Wis cssccecsias beens “ee ‘% ee as inst 
11. Total Lacquer ...........ss00e ve 80,018 1,388 4,621 86,027 pie 
Hutchison Enters Agency Porcelain (xt) Cabinets Complete resy 
M I t D | t WwW l. > 7 - ed => seirenencs nt eareos oii J Py - r. nece 
’ o Pn. 6ansgsesbabedaks 4 ’ er 
a oe ah Gis GOP Ob O.......ccccssececse 4,021 31 126 4,178 oan 
15. Tto TSO Gi. H.... 664:6560659.000% 17 ks 1 d 
EAST PITTSBURGH, Pa.—Walter | 16. 8 to 9.99 cu. ft...........eeeeeeee 842 3 57 902 - 
M. Hutchison has been named man- | 17, 10 to 12.99 cu. ft..........seeeeeees 141 1 9 151 Ano 
ager of agency market development | 18. 13 cu. ft. and up...............000- 181 3 21 205 o. 
in the agency sales department of a 
Westinghouse Electric & Mfg. Co. 19; TOCA POPGRIE: ocscccccvissccissees 6,268 71 621 6,960 mur 
here. 20. Total—Lines 11 and 19........ ..... 86,286 1459 5,242 92,987 sati 
Mr. Hutchison had been sales pro- citiz 
motion manager of the Westinghouse 21. Separate Systems, % hp. or less.... 2787 ‘ 163 — Sap: 
Lighting division at Cleveland since 22. Separate Household Evaporators... 3 80 ba to d 
1937. He will now be located at the | 23. Total—Lines 20, 21, and 22......... 86,011 1,539 5,405 92,955 of t 
company’s headquarters works at 54. Condensing Walla, % bp. or lam J 
East Pittsburgh. Before joining 2 a eae a = er 
“FLEXIBLE SERVICE’’ BEGINS IN Westinghouse, he was associated with | 25 Cabinets—No Systems ............. 25t ene 18 43 “ 
,' the Upson Co., Lockport, N. Y.; Index Value* of Total Dollar Sales.... 102.0 167.0 70.3 99.9 a 
VIRGIN A’S 0 RDER DEP ARTMENT id ence path "Smee ; *Based on weighted sales for 1934, 1935, and 1936. {Includes sales and credits. tee | 
Cleveland. for 
f ente 
9 e e289 , task 
Here’s Virginia’s new room- Parnell Shifted By G-E reve 
ful of clerical machinery—the por 
BRIDGEPORT, Conn.—F. A. Par- j — 
most advanced available—to nell has relinquished his duties as i hy 
sales manager of conduit products q na 
help us sort and fill orders to become associated with General Z he 
Electric Home Bureau, handling sales 7 ae 
promptly—and to get your bills development and distributor contact 3 “T 
assignments. Part of his duties will ’ and 
out accurately and on time. be to keep the appliance field 3 of 1 
organization in touch with current ; nam 
building trends and installation op- & — 
EXTRA DRY ESOTOO portunities. : 5 
i ade eee ae ae ' ’ 
cages “Gur encollone cavigmeent METHYLENE CHLORIDE New Worlds To Conquer 
ern methods are assist- 
ing Virginia Jobbers in passing a 
eee MELANTA Four Ant lesen SERVEL Siluer Fleet 
of Georgia Power Co. have been given 
positions as “new home” salesmen, A) ace 
j R G | 4 j A S M F LT j N G and will devote their time to selling 
appliances to families building new 
COMPANY Silos cat Go neuer “Gena tonnes COMMERCIAL | “tifaigggatine MACHINES 
Located at tidewater, Hampton Roads =. peo ash 0 tee My "3 “Beauty is only skin deep” . . lessness never before available in =— 
ee _ » ©. J. | but under the lustrous silver sur- low-pressure refrigeration. Wri‘e 
West Norfolk Virginia Bass, Frank Hayley, and Andy L. | face of these sensational new Ser- today for details. Servel, Inc. 
Fowler. vel units, you’ find a degree of Electric Refrigeration and Air 
4 performance, economy and noise- Conditioning Div., Evansville, Ind. as 
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Discount Selling Can Be Licked—By a Full-Time 
Policing Job, Greusel Tells Wisconsin Dealers 


‘Don’t Quit Now,’ Distributor Urges, Citing 
Headway Being Made In Major Centers 


MILWAUKEE — Dealers cannot 
afford to relax their efforts to halt 
the diversion of electrical appliance 
sales from retail channels, if they 
expect to keep the gains made during 
the past year, Frank W. Greusel, 
president of Greusel Distributing 
Corp., told members of Wisconsin 
Retail Hardware Association at their 
forty-fourth annual convention here 
this month. 

“The problem of retail trade 
diversion can be licked in Wisconsin,” 
Mr. Greusel declared. He urged the 
hardware men to “support those 
manufacturers and distributors who 
openly declare a satisfactory mer- 
chandising policy and then live up 
to their declaration.” 

“Through your state association, do 
everything you possibly can to extend 
to other state associations aid and 
information so that they may lick the 
mail-order catalog situation and in- 
dustrial selling to employes, that it 
cannot again take root in Wisconsin,” 
he advised. 

Headway against the discount 
puying evil is being made in the two 
biggest markets of the country, New 
York City and Chicago, Mr. Greusel 
reported. He cited the action of 
National Retail Dry Goods Associa- 
tion in appointing a committee to 
confer with manufacturers on the 
problem as an important move 
toward ending the catalog buying 
practice. 


IT’S A BIG BUSINESS 


Quoting trade estimates that 50 
million dollars worth of appliance 
business is lost to dealers annually 
in New York City alone through the 
discount buying practices of indus- 
trial concerns, and a total of a billion 
dollars annually in the state as a 
whole, Mr. Greusel declared that 
employers who sponsor this practice 
as an effort to improve employe rela- 
tions are being decidedly  short- 
sighted about the matter. 

“My own personal feeling is that, 
if there is any appreciation at all on 
the part of the employe, it is soon 
lost sight of, if it is to be considered 
as an indefinite or intangible part of 
wage or salary, and that in many 
instances an actual injustice is 
inflicted on the employe where an 
inadequate service or entire lack of 
responsibility exists if any service is 
necessary,” he said. 

“This is definitely true and quite 
acute in the case of major appliances 
and is a factor in small appliances. 
Another angle of the employer- 
employe discount relationship is that 
it sets up a favored few in all com- 
munities and creates general dis- 
satisfaction among the remaining 
citizenry, through gossip that, ‘Only 
Saps Pay Retail Prices,’ and tends 
to demoralize still more the function 
of the retailer. 


A CONTRIBUTING FACTOR 


“One of the contributing factors to 
the evil of retail trade diversion is 
the rapid growth of the industry and 
the acceptance, yes even the demand, 
for electrical home appliances for 
entertainment, to lighten household 
tasks, and to improve living condi- 
tions. This has brought about many 
manufacturers developing electrical 
appliances as part of their complete 
line, anxious to secure distribution to 
the consumer by whatever method is 
quickest and easiest to build up a 


sale hardware houses, specialty 
hardware houses, full-line electrical 
supply jobbers, specialty appliance 
jobbers, sporting goods distributors, 
jewelry jobbers, mill supply houses, 
automobile accessory firms, and sev- 
eral other classifications, to say 
nothing of the mail order catalog 
house, which has sprung up during 
recent years in increasing numbers 
until one city alone identified 55 
concerns of this type. Extend this 
same principle through to the retailer 
and, you will find probably 35 types 
of merchants who sell at retail some 
or all large or small appliances. 


EVERYBODY’S SELLING THEM 


“A recent survey from the ledgers 
of a representative distributor re- 
vealed that he was doing business on 
one or more of his products with 
the following types of merchants: 
department store, exclusive appliance 
dealer, automotive parts dealer, retail 
furniture, retail hardware, retail 
druggist, automotive garage, auto- 
mobile agency, country general store, 
storage battery and service station, 
lumber yard and building material 
dealer, tire store, retail jewelry, farm 
implement dealer, music and piano 
store, sporting goods store, electrical 
contractor, gasoline and oil service 
stations, barber shops, paint stores, 
harness shops, novelty stores, oil 
burner dealers, florist, sewing ma- 
chine stores, feed stores, and under- 
takers. 

“My point is in this comparative 
statement that starting with the 
manufacturer, including the motley 
assortment of distributors and con- 
fronted with the mixture of retail 
merchants, it is little wonder that 
much confusion exists and that many 
evils have crept into the wholesaling 
and retailing of electrical appliances. 
In this hodge-podge of manufacturers, 
distributors, and dealers who pro- 
vide this merchandise for the buying 
public, there are so many contra- 
dictory and conflicting situations that 
trade problems simply cannot be 
solved by cooperative efforts within 
the groups.” 


WHAT CAN BE DONE 


Turning next to a discussion of 
what has been done about shutting 
off discount selling, and what can yet 
be done about it, Mr. Greusel quoted 
the following statement by the sales 
manager of one appliance manufac- 
turer which has been a leader in 
maintaining proper distributive chan- 
nels for its products: 

“‘*When our line became popular 
(the sales manager declared) we 
learned that dealers checked distribu- 
tion much more carefully than they 
did previously. We also found, due 
possibly to the economic conditions 
that existed, that jobbers became 
more and more interested in promot- 
ing sales through industrial concerns, 
hospitals, banks, office buildings, 
insurance companies, etc. than was 
true before the easy acceptance of 
our appliances. 

““*When this development was rec- 
ognized, we immediately began a 
process of elimination. This occurred 
about 1931. Our first step was to 
remove from our list all of those 
jobbers who were recognized as mak- 
ing an aggressive effort to develop 
and promote sales through other than 
dealer channels. We felt that this 
was the only fair method of operat- 


operating on what we considered an 


ethical basis began to issue catalogs 
that were mailed out widely and 
promiscuously. But as fast as we 
discovered that one of our distribu- 
tors had gone over, so to speak, to 
the other side, we eliminated that 
distributor and made other arrange- 
ments. 

“‘Another obstacle that confronts 
any manufacturer who wants to 
operate on a clean basis, is that 
some dealers, recognizing volume 
sales opportunities in the courtesy 
discount field, have followed the lead 
of the jobber and have gone out 
after this type of business. 


FAIR TRADE LAWS HELP 


“Fortunately, however, fair trade 
laws have come into the picture in 
recent years and have enabled us and 
other factories who have desired to 
take advantage of them to eliminate 
practically all of this type of selling, 
although a policy of operating under 
fair trade laws places a considerable 
burden on a manufacturer inasmuch 
as it is necessary to constantly police 
dealers all over the country and 
expensive court actions are some- 
times necessary.’ 

“As the success of this particular 
manufacturer’s policy became pub- 
licized among retailers,” Mr. Greusel 
continued, “renewed courage was 
evidenced and groups of merchants 
gave this concern patronage which 
reacted in a _ two-fold manner— 
the manufacturer, although playing 
almost a lone game, was encouraged 
to continue its policy, and the dealer 
started individually and collectively 
to attempt to influence other leading 
manufacturers to follow suit. 


ACTION APLENTY IN 1939 


“It has been a long and tedious 
process and headway was slow, until 
suddenly during the early part of 
1939 things began to happen fast. 

“Trade groups met frequently dur- 
ing the early months of last year, 
they started a consistent and regular 
drive with responsible manufacturers, 
requesting them to discontinue serv- 
ing certain types of mail order 
catalog houses with their national 
brands of appliances which were 
offered to thousands of consumers 
through liberal distribution of their 
illustrated catalogs. 

“The commercial departments of 
most all of the Wisconsin utilities 
became interested in this activity 
about March of last year, because 
the retail diversion situation was 
getting so bad that it was beginning 
to affect their public or customer 
relations. They objected to certain 
leading manufacturers against the 
practice, and the method used to 
follow up the request was so effective 
that almost without exception every 
mail order house was either denied 
the privilege of jobbing manufac- 


turers brands or else willingly agreed 
to either refuse to circulate catalogs 
in Wisconsin or to delete all pages 
listing their lines in such catalogs as 
were mailed into our state. 


“I offer as a suggestion to you 
hardware dealers that a _ similar 
method, employed by you in an 
organized fashion individually exe- 
cuted, will bring the same or better 
results. I think that your group 
represents a larger percentage of the 
market than does the utility group. 
I think that it is really worth your 
while to make this effort. The elec- 
trical appliance business is a fine 
business—it is a profitable business— 
it is a big volume business. 

“The annual retail volume on elec- 
trical appliances is approximately 
100 millions of dollars, but what is 
more important to the retailer is the 
fact that about 12 million units are 
sold every year. That means just 
about one appliance for every two 
wired homes. That kind of business 
is worth the most serious considera- 
tion of every appliance retailer. 
Almost 400,000 people, every work- 
ing day in the year, walk up to the 
counter and buy electrical appliances. 


WHY SMALL APPLIANCES? 


“I have stressed this point of 
volume for two good reasons: 

“FIRST, these devices are messen- 
gers that carry the story of electrical 
appliance values into one out of 
every two wired homes each year. 


“SECOND, they are traffic builders 
which turn millions of unknown pros- 
pects into active customers, thus 
building a sustaining and permanent 
business and thereby establishing a 
spring-board to major appliance sales. 

“What easier way can a dealer 
find appliance-minded customers than 
to have them walk into his store to 
buy electrical appliances? The best 
formula for the successful retail sale 
of these appliances involves little 
more than attractive display, proper 
identification, offering of a wide 
assortment of items, and sufficient 
product knowledge to carry on an 
intelligent conversation about these 
products with the customer on the 
sales floor. 


“A continued effort on your part 
to keep the small appliance business 
in the hands of Wisconsin retailers 
is well worth while, and right now is 
the time to start making suggestions 
to your vendors for clean merchan- 
dising policies. 

“When our business reaches the 
point which was reported in a recent 
issue of Drug Topics, it is high time 
that we all get busy and do our 
share to keep sales of electrical 
appliances restricted to capable serv- 


ice outlets. I quote as follows from 
Drug Topics: 

“Using a catalog to sell major 
electrical appliances such as refrig- 
erators, electric cleaners, and mixers, 
has added to the profit of the 
Square Drug Store. “We carry no 
appliances in stock,” says John W. 
Atkins, manager, “but sell a large 
number each year from a catalog we 
keep on the counter. Only recently 
we sold a_ well-known make of 
electric refrigerator from the catalog 
although there is a dealer for that 
make in the town. We also sell a 


-large number of small appliances 


from the catalog. 

“‘By using the catalog plan we 
have been able to overcome some 
of the competition of the mail order 
houses, which send 500 catalogs into 
this town of 2,500 people, and it 
enables us to sell a large variety of 
expensive merchandise which we 
could not carry in stock, because of 
limited display space and because of 
heavy capital investment.’ ” 

“A situation has developed which 
education, I am sure, will correct. 
As manufacturers and distributors 
correct their policies on retail trade 
diversion and courtesy discounts, 
some dealers, anticipating volume 
sales opportunities in the courtesy 
discount field, have taken up where 
distributors left off. I am sure that 
one or two selling seasons will see 
this corrected, if all vendors attempt 
to influence the offending dealers.” 
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25 TONS” 
of .refrigeration 
Brunner Refrigerating and Air 
Conditioning equipment co - 


prises air and water. 
ndensing units for practi- — 


applications up to and 


F. ing 25 tons of refrigeration 
_ Catalog promptly on request 


unner Manufacturing | 


Sell PACKA 


DEALERS: Get the facts about the GR-Lipman 


. Pi Re Wi 


yO AUTOMATIC REFRIGERATION | 


AIR CONDITIONING 


line of complete, “packaged” Air Condition- 
ing Equipment .. . portable, self-contained 
units for year-round air filtration and ventila- 
tion; summer cooling and dehumidification. An 
unlimited market; an outstanding line. Write: 


GENERAL REFRIGERATION CORPORATION 


Dept. AC-2 


Beloit, Wis., U.S.A 


You'll Find Business BETTER 
When You Sell This EXTRA Value 


Every dealer knows it's easier to sell when you have MORE to offer the 
buyer! That’s why Midwest reach-in and display case sales are so far 
UP! You can go after—and GET—the lion's share with Midwest's line. 


MIDWEST Reach-Ins “Have Everything” 


Beauty — quality — price —and a model for EVERY need. 
68 cu. ft. capacity. Real profit makers. 
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large volume of sales. ing and that in the long run it was THREE Sensational Display Case Lines 
“The same is true of distributors, | the desirable thing for us to do. ~— -1 Two ‘‘DeLuxe”’ lines, one ‘‘Leader’’ line—6, 8, 10, 12 foot models— 
and today you will find this class “*This trend toward the diversion value never before offered PLUS proven performance. ; 
of merchandise under some brand | of retail sales continued and many ii — 
names available from full-line whole- ' jobbers who had previously been + DEALERS! DISTRIBUTORS! 
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once for full information on Midwest. 
MFG. COMPANY 
SSS 
es GALESBURG ILLINOIS 
You get it in WOLVERINE TUBING 
=—_ We ze 
i WOLVERINE TUBE CO. DETROIT 
— = Rad ‘ee 
- GPSS is . ? " i= i x Ker , £ , Se oe. < ets tie a 
hee tee P pean Loe = be aT ee ed se Nai <a aaatan oof wee Vik. gen Pe er nei ak i aE O09 TS a) ie Ab. or ra wee aes ste Sie wie ed iid Be. 5 ae = ee 
te a Age : 7 ~ : ae he 2. et en ee : # <a ——— . oe a Mm xe ae <i es ode : . eae 3 x, ten cg em 4 a — ah 3 Db eh ae 


| sues 

- a rn TE OS ae 
Be 

“ Pee gai 

et | 

. 

is | 7 

eS 

ie 

th : 

eS . 

yn ; 

a . 

P . 

1e 

of 

1e ; 7 
be 

ES S 
By 

.e a : 

d Se . 

e elias 
oo 
ie ia 

: a1 

8 TGR BREE IE a 

, | aa 

| a 

oy sae 

9 PO a Pama. <. i ‘ 

, tally all types of commercial — eee 

includ- i ie - 

4 aac ee 

: bh Vo a, , eer 

sro" Sa eee i 
oc 7 o 
_€BRUNNER > a ee 
| FOR YEARS THE SYMBOL OF QUALITY ee 
ee 
, —s oa: 
: | | GED AIR CONDITIONING | ca 
| a: GF ; . me | Be 
| a Se —_ old | 
| ee 
a " r RHE a ai 
. 4 IT'S MIDWEST BUILT, Fé BETTER BUILT 4 
| I * | 
4 iy 
| rT qi: 
| : 9 
| | a: ¥ 
| . i 
| ee | 
: | Ni! aE 
. 


AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 28, 1940 


———. 


¥ C diti e J b i N B if th grille selection method described was 
not to find all the combinations which T 
——————— 4 0 D A : 0 U N TA f iM ir on i loning 0 s o € er an would fail, but rather to find one 
SODA FOUNTAIN — satisfactory outlet for every combina- 
REFRIGERATION | Its Di ih e S E e S tion of room size, height, velocity, 
ne: istri ution ystem, ngineer ays etc., a still further reduction in the _ 
serene See number of tests was possible. 
" P : . Smoke tests were made of each ’ 
Size and Location of Grille Outlets Called Vital acceptable combination to guard we 
. i ‘ . against the possibility of a gross = 
oF Ae Ee Ae Sh See To Proper Operation of Cooling Plant error. The first test failed because 
. the air dropped into the occupancy 
A set of two new manuals that every service man CHICAGO —Human comfort, as In illustrating the importance of | zone. The air temperatures and | 
will want. Installation and service instructions on | expressed by one’s feeling of warmth | the differential between room tem- | velocity combination within the occu- | 
mechanically refrigerated soda fountains. or coolness, is affected by the room | perature and moving air temperature, —_ —_ is jo age than —_—* 
: temperature, air velocity, and the | Mr. Stewart bases his average air y the moving air and room tempera- ‘ 
Manual SF-1 Contents: Chapter 1— Manual SF-2 Contents: Chapter | temperature of moving air relative to velocity readings on the kata ther- | ture differential chart. Cool air in 
Development of Mechanically Refrig- 9—Bastian-Blessing Fountain with | the average air temperature in the | mometer. He states that those who this particular instance probably 
erated Equipment. Chapter 2—“Two- Frigidaire Water Cooler. Chapter | room, in the opinion of D. J. Stewart, | are in the habit of using a rotating | reaches the rear wall in sufficient 
Boiler” Creamer Unit. Chapter 3— 10—Service Complaints and Remedies | who spoke on “Engineered Air | anemometer and are not familiar | volume to accomplish the cooling 
Pade erg moe — hw asa 7 [mtorr te ag Pa i so Pe snd Distribution for Cooling,” before the | with the kata thermometer should | there. ( 
“Three-Boiler” oda, ounta: i—Brunswick Foun Ww: emp- | Sixth Annual Convention of take particular notice that where " 
Chapter 5—Cooling System for Jar’ rite Instantaneous Cooler. Chapter Refri ti Ss i “- " = there ba any turbulence the kata ther- DIFFERENT GRILLE NEEDED i 
Enclosures. Chapter 6—Liquid Car- 12—Accessory Fixtures Multiplexed | Refrigeration Service Engineers So - y ; : 
bonic Fountains. Chapter 7—Russ to Soda Fountains. Chapter 13— | ciety here last month. mometer reading will be higher than Therefore, it cannot be said that 
Soda Fountain System. Chapter 8— Condensing Unit Sizes—Basic Calcu- The importance of the third | that obtained by the anemometer. the throw of the grille is too short. 
Analysis of Service Complaints on lation Principles. Chapter 14— | factor in the design of air distribu- The greater the turbulence the | In this instance a higher velocity ‘ 
Direct Expansion Fountains. 104 Carbonator Construction, Operation, | tion systems caused Mr. Stewart to | greater the disparity between the two | would probably not improve matters, 10 
pages. Price $1.00. Service Problems. 96 pages. $1.00. | use a table based on kata ther- | measurements. In the extreme case | merely causing the unsatisfactory 1 
mometer readings, giving the rela- | of a velocity of 50 f.p.m. for 4% | zone to move farther from the outlet. 11 
tionship between average air velocity | minute in one direction and % minute | A decrease in volume would, if carried 11 
in feet per minute and the moving | in the opposite direction, the kata | far enough, overcome the difficulty 12 
air minus room temperatures in a | thermometer would show an average | of dropping into the occupancy zone, a 
THE REFRIGERATION LIBRARY scale ranging from 0° F. to 2.5° F. of 50 f.p.m. while the rotating but might not reach the rear wall. 13 
REFRIGERATED below ordinary temperatures en- | anemometer would should an average However, a combination of de- 14 
RA E countered in the design of air condi- of zero. creased volume and higher velocity ponte 
LOCKER STORAG tioning systems. The chart used by Mr. Stewart | would probably be satisfactory. A 8 
A MODERN METHOD OF To substantiate his theory, Mr. | shows that in an 85° F. room at | different type of grille with a some- aan 
FOOD PRESERVATION Stewart asserts that unsatisfactory | 60 f.p.m. an air temperature of | what greater upward deflection would Bett 
distribution of cooled air has been | 2.4° F. below the “e0 pon gogee also, in this instance, be satisfactory — 
the cause of many serious complaints, | 0r 82.6° F., woul ust on the | even with the same volume. 

Edited by Phil B. Redeker and that—to the general public, the | border line of too cool; whereas in In the second smoke test the grille Ste 
air distribution system is the air | a 75° F. room at the same 60 ft. | fails because the cool air does not 
conditioning system because it is the | velocity, the temperature would be | reach the rear wall with sufficient 

Locker storage plant construction, engineering, and | only part of air conditioning with 1.3° F. below the room temperature | velocity. A higher outlet velocity Or 
merchandising methods being used by experienced | which people come in contact. or 73.7° F., before the occupants | would increase the volume reaching 
operators in storing meats, fruits, and vegetables. would begin to commpiams of cuecte. the rear wall, as would also a lower 
, ‘ IS BASE OF TROUBLE aspect ratio (ratio of grille width to (Cor 
Chapter 1—Wide Scope of Locker management Processin, h Wane cornems canes mane ee oe ee grille height), a greater volume, or fe 
aecage / Facilities ler locker plant inoue and opments come ‘a impossible to arrange for a satisfac- Mr. Stewart reports that an air | perhaps a different type of grille. It eigh 
success. Frosted foods. ering. F tory distribution of air, Mr. Stewart | supply outlet fails to give satisfac- | is possible that some of these sugges- very 
oP Desi ° ac has found that the great majority | tory distribution under any one of the | tions might introduce other diffi- been 
a howe gd an a, ry vdbyes ; oo Chapter 5—Merchandising nd | of installations having poor distribu- | following conditions: culties. For example, too much in- be ¢ 
cost figures oe building specifica pi gpa Market prospects and | tion are unsatisfactory, not because (1) Air drops into the occupancy | crease in volume would cause the air be n 
tions. oe patrons. Rules for guidance | of these conditions, but because of | zone with a velocity and temperature | stream to drop into the occupancy of tl 
ies 0 Aieaieaeiiinn ont Mente. P the improper location of the outlet, | combination corresponding to, or | zone with too high a combination of plex 
ment 4 Heat load calculations for Chapter 6—Frozen Fruits and | or because of incorrect size or type | worse than, the curves shown on the | temperature difference and velocity. aver: 
chill, freezer, and locker rooms. Vegetables. Tables on packing fruits | of grille or fixtures. temperature differential chart, show- In the third instance the grille upon 
Condensing units, compressors, and 2nd vegetables. Quick-freezing meth- Some of the blame for this con- | ing the relationship betweeri room | performance fails because the cool Th 
refrigeration requirements. ods. dition must be borne by the persons | and moving air temperature. air reaches the rear wall with too judg: 
Chapter 4—Operation and Develop- This book, Manual No. LS-1, responsible for the grille or other (2) Insufficient cooling air reaches | high a velocity. A lower velocity, a of th 
ment. Operators’ methods of plant contains 112 pages. Price $1.00. | type Of outlet. However, until re- | some part of the room so that the | greater aspect ratio, less volume, or wide 
cently, there has been available no | room temperature rises at that loca- | a different type of grille is indicated whic 
performance data which would enable | tion. as a solution. 
an engineer to make the proper selec- (3) The cooling air strikes a wall Test of grille number four gives TE 
— tion. The best he could do was to | with such velocity that when it is | satisfactory air distribution from a Th 
oe , rely on his experience with installa- | deflected down that wall its tempera- | side wall outlet under the particular 9, us 
APPLIANCE tions in a somewhat comparable | ture and velocity combination is | set of conditions existing. The final but « 
situation. While a great deal of | higher than that permitted by the | test shows air distribution from a to be 
SELLING engineering of various sorts uses | comfort standards of the chart— | ceiling outlet under a particular set differ 
successfully this very method of | which shows a maximum of 2.5° F. of conditions. The average velocity 20° 
TODAY reasoning from experience, there are (4) The maximum instantaneous down the side wall is approximately Fo 
= yy Pond bs es i velocity, measured by a vane ane- | 50 f.p.m. for this type of outlet. chart 
=== A book of sales ideas, promotion plans, and Scekal thek Gaanas at o puuiieidier cio tin Gee Gee of FACTORS TO CONSIDER — 
Renan the temperature, is uncomfortable According to Mr. Stewart, the suffic 
ent methods for the electrical appli 4 
bas de Sota year 0 a a rein ym a alone is | merely because the motion is disturb- | following factors (and certain others) deter: 
can dealer, based upon successful experience. extremely cult. ing to the occupants. Mr. Stewart | must be considered as variables of great 
L MOST DATA TOO GENERAL directs attention to the fact that | which grille performance is a func- yet n 
forced air circulation in a room is | tion: : 
, , According to Mr. Stewart, most | » ‘ a progression of whirls or 1. Face velocit bin 
For electrical appliance distributors, appliance distributor. (3) Training, | published data on grille selection ; A i a a Tg. Alt . pale coins aoe = 
> cog sae Scauaiien ae 2 ae Take clette commas, “{5) Sell, | Suffers from too much generalization | velocity may, therefore, greatly ex- | 3. Noise. —_ the 
management methods taken from _ ing all-electric kitchens. (6) Adver- and some of it from failure to have | ceed the average. 4. Aspect ratio. For e 
actual experience of dealers who have tising and sales promotion—ideas | test conditions actually simulate the Obviously, Mr. Stewart asserts, the 5. Grille type and fin arrangement. grille 
successfully applied the methods and methods. (7) Getting prospects. | conditions = actual use. The test | necessity for observing the tempera- 6. Grille mounting height. it we 
described. raga: yy Fron adi gees ory =. pl get ge ag ture and average velocity at a large 7. Distance of grille from ceiling. coolin 
Chapters: (1) How some successful store. Manual No. R-1. Size 84% x 11 | entering air, and suitable means number of points See a of S, Length of room (throw). highe: 
dealers operate. (2) The modern inches. 128 pages. Price $1,00. aa Rice. satel thas ieee die room, type of grille, velocity, etc. 9. Temperature differential. plishe 
rr ° ar - d vee rg pom would prolong an investigation of 10. Width of room. would 
por ay «On a on ie a ° . € | comfort conditions indefinitely. How- 11. Temperature of walls (espe- room 
= sae apd ry be pv t - a ane ever, an observer soon learns with | cially opposite wall). room 
: h h ™ ' ge ogg th velocities at any point | experience to locate the worst places 12. Location of return grille. Ties 
aera by inspection combined with approxi- 13. Type of ceiling—smooth, rough, ment 
Here 3 ow you may get t ese OKS FREE. oe ry map agen be mounted mate readings of temperature and | or beamed. eiaie 
~' ae tnt net a a in ° a any - velocity. 14. Obstructions—such as columns, let. | 
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Table 1—Sample Table Showing Method of Grille Selection 


This Table Applies Only to 700 Foot per Minute Air Velocity, a Room Height of 9/2 Feet and a 


Grille Mounting Height of 7/2 Feet 


Air Core Area 12 14— 16 20——  ——25———-_. ——30——-._ —_—-35 —40—— 
Delivery, of Grille, Aspect Aspect Aspect Aspect Aspect Aspect Aspect Aspect 
C.f.m. Sq.Ft. Type Ratio Type Ratio Type Ratio Type Ratio Type Ratio Type Ratio Type Ratio Type Ratio 

pe 14 B H ae ea ee . xe Fs ; ners as 

150 .21 c h eee rr re 3 Bits ; 2 ie oo 

250 35 : E H B M er er A L sie ose mite 

300 42 ; e h mes ex es cas B L mae ar . 

350 -50 3 b h bee D M Ss rae A L ans 

400 57 ‘ ee ey B M ex ee B L ve 

450 64 . E H ee oes mee aor be ae B L 
500 Ry (| - B H eee ae ee vc A L 
550 -78 ° oe ap’ A M mee fia 

600 85 ae Fon B M wilh as 

650 .92 b h eae abe “ey A M e5% 

700 1.00 Beis ve ea B M vied 

750 1.07 B H ee Bis B M 

800 1.14 ies cok Soe pas A M 

850 1.21 nes ve ; are Fine eG 

900 1.28 b h , ‘ és 

950 1.35 aE ve rT ; b m 
1000 1.42 B H wee eae 
1050 1.50 ast oes 

1100 1.57 B H 

1150 1.64 eee aes 

1200 4.71 ears 6% 

1250 1.78 b h b h 

1300 1.85 oe 

1350 1.92 

1400 2.00 


Note: Types A, B, C, D, and E are fictitious types for illustrative purposes only. Where type and aspect ratio are shown in small 


letters as a, b, c, d, or e, the indicated type is on the borderline. 
which a given grille or grilles is suitable. 


In this table the heavy horizontal lines indicate the range over 


For example, under a throw 35 ft., a B-H grille is suitable from 750 to 1100 c.f.m. 
Between 450 and 700 c.f.m. either an A-M or a B-M grille is suitable. 


Stewart Offers Data 
On Air Distribution 


(Concluded from Page 12, Column 5) 

Mr. Stewart reports that the first 
eight factors are variable by the 
very nature of the problem and have 
been found by test and experience to 
be of such importance they cannot 
be neglected. Furthermore, the effect 
of these factors is sufficiently com- 
plex so that the judgment of the 
average user cannot be depended 
upon to produce satisfactory results. 


The last six factors involve some 
judgment on the part of the user 
of the data in cases where they differ 
widely from the condition under 
which the testing was done. 


TEMPERATURE DIFFERENCE 


The temperature difference, item 
9, used in all the testing was 20° F., 
but enough of the data was checked 
to be certain that it is safe at 25° F. 
differential. Differences less than 
20° F. are on the side of safety. 


For item 10—width of room— 
charts or tables showing the hori- 
zontal distribution for various veloci- 
ties with each type of grille are 
sufficient to enable an engineer to 
determine whether the spread is 
great enough to fill the room and 
yet not great enough to cause high 
velocities down any of the side 
walls. 

Item 11 involves some judgment by 
the user or grille selection tables. 
For example, if the wall opposite the 
grille is the principal source of heat, 
it would be advisable to have the 
cooling air strike this wall with a 
higher velocity. This can be accom- 
plished by selecting a grille which 
would give suitable distribution in a 
room slightly longer than the actual 
room length. 


Item 12 also requires some judg- 
ment unless the return grille is 
located on the same wall as the out- 
let. For good distribution in most 
rooms, a location on or near the wall 
Where the outlet is located is prac- 
ticable as well as desirable. 


Beamed ceilings (item 13) present 
one of the most difficult problems, 
particularly if the beams are of con- 
Siderable depth. Every effort should 
be made to place the grille on a wall 
which permits the air to be blown 
parallel with the beams. 

Obviously, the field engineer must 
use his judgment with respect to 
item 14, 

Approach conditions just back of 
the grille should be such that the 
air will approach the rear of the 
grille at approximately right angles 
and with a reasonably uniform dis- 
tribution if results are to be expected 
im accordance with the selection data. 
For structural reasons poor approach 
Conditions cannot always be avoided, 
but suitable adjustable vane dampers 
are available which may be located 
behind the grille and can be adjusted 


to produce the desir 
ed a h 
conditions pproac 


j To illustrate the use of Table 1, | tory, but. naturally a larger size 
ypical of all such cases, Mr. Stewart | would be required, Mr. Stewart 
Presented the following problem. The ' stated. 
= ‘ aS — oy. 
ee i ee ee tee ted be ae Thee Ba: 5 py if 


volume of air required, temperature 
differential, shape and size of room, 
including the ceiling height and 
throw, will be specified. The eleva- 
tion of the grille may also be fixed 
by the architect. The performance 
of a given grille will vary consider- 
ably depending, particularly in the 
low ceiling heights, upon the differ- 
ence between the elevation of the 
grille and the height of the ceiling. 
The normal noise level of the space 
will either be known or can be esti- 
mated from tables giving acceptable 
or usual noise levels in various types 
of buildings. 

Example: Suppose that a grille is 
to be selected for an office (a) 20 
ft. wide and 35 ft. long and which 
requires an air volume of 850 c.f.m. 
with a temperature differential of 
20° F.; (b) that the office noise level 
of 40 decibels may not be noticeably 
exceeded; (c) having a ceiling height 
of 9 ft. 6 in.; (d) a grille mounting 
height of 7 ft. 6 in., placing the center 
line of the outlet 2 ft. below the 
ceiling; and (e) the required throw 
to be 35 ft. 

Solution: The maximum velocity 
permissible from the standpoint of 
noise must then be _ determined. 
According to Mr. Stewart’s method, 
the maximum velocity in this in- 
stance with a particular type of grille 
and for 800 c.f.m. is 700 f.p.m. 


TABLE OFFERS SOLUTION 


Table 1, since it covers the ceiling 
and mounting heights and velocity of 
the problem, represents the page the 
user would refer to in solving the 
given problem. 

In the column corresponding to a 
throw of 35 ft. and opposite 850 c.f.m., 
the given volume, note that a type B 
grille with a high aspect ratio will be 
satisfactory. The short bold-faced 
horizontal lines which appear in each 
column under throw indicate extent 
of the range of air volumes over 
which the grille or grilles recom- 
mended apply. This grille, as shown 
in Table 1, is suitable for a throw of 
35 ft. over a range of from 750 to 
1,100 cf.m. at 700 f.p.m. face 
velocity. 

According to the table, 850 c.f.m. 
at 700 f.p.m. requires a core area of 
1.21 sq. ft. The nominal dimensions 
of a suitable grille of high aspect 
ratio is now determined by means of 
Fig. 1. Any type B unit which lies 
on the line corresponding to 1.21 
sq. ft. in the H aspect ratio region 
will answer requirements. A 46 in. 
x 5 in. unit is one of the several sizes 
that might be selected; 37 in. x 6 in. 
and 60 in. x 4 in. units are others 
within the same classification. 


Had the room been shorter, so that 
a throw of 25 ft. was required, no 
grille in the table would have given 
satisfactory distribution. It would 
then have been necessary to have 
used a lower velocity which, of 
course, would still meet the noise 
requirement. Actually the highest 
velocity which would permit the dis- 
tribution of this much volume from 
a single outlet in a room 25 ft. long 
is 500 f.p.m. at which velocity the 
same type of grille would be satisfac- 


Morrow Nursery School 
Gets Air Conditioning 


ENGLEWOOD, N. J.—Completely 
automatic winter air-conditioning 
equipment has been installed in the 
nursery school which is now under 
construction on the estate of Mrs. 
Dwight W. Morrow here. A time- 
clock arrangement turns on the 
system in the morning, and shuts it 
off over week-ends. Fans which 
circulate air during the day are 
stopped at night, when the system 
operates on gravity circulation. 

Small children attending the Mor- 
row school may play on the floor 
without catching cold, as the floors 
are heated by unit heaters suspended 
beneath them. 

Air-conditioning units, recessed in 
the walls, provide 30 c.f.m. of fresh 
air per pupil, a total of over 4,000 
c.f.m. Individual units are used to 
maintain even temperatures in each 
room. 

The school was first opened in 
1930 by Mrs. Elizabeth Morrow 
Morgan. The new building will con- 
tain a large playroom and stage, 
medical rooms, a psychiatrist’s room, 
and sleeping quarters for nursery 
and pre-school children. 


Dealer Uses Trick Devices, 
Not Technical Details, To 
Sell Air Conditioning 


TOPEKA, Kan.— Gadget-like de- 
vices which “dramatize” the opera- 
tion of air-conditioning equipment 
have been found an aid to sales by 
Tom Fullerton, Carrier dealer here. 
Typical of such devices is an auto- 
matic whistle, to notify the operator 
when a new filter is needed in the 
system. 

Sales aids of this type help take 
a customer’s mind off the technical 
and confusing phases of air-condi- 
tioning installations, Mr. Fullerton 
says, and help to. emphasize the 


really important points of the sys- 
tem—health and comfort features, 
adequacy of airflow, etc.—instead of 
rousing doubts, as a purely technical 
discussion of mechanical problems is 
apt to do. 


Frederick R. Still Dies; 
Was ASHVE Founder 


JACKSON HEIGHTS, N. Y.— 
Frederick R. Still, prominent in the 
heating, ventilating, and air condi- 
tioning industry for many years, and 
senior vice president of American 
Blower Corp., died at his home here 
recently. He was 73 years old. 

Mr. Still was one of the founders 
and a life member of the American 
Society of Heating & Ventilating 
Engineers, of which he was president 
in 1918. He was a member of the 
American Society of Mechanical 
Engineers and the American Society 
of Naval Architects and Marine 
Engineers. 

In 1887, when Mr. Still was 15 
he entered the employ of Huyett & 
Smith Mfg. Co. as a draftsman. 
This corporation changed its name 
to the American Blower Corp. in 
1895, when he became chief engineer. 
Later he was made an officer and 
director. 

An early devotee of motor boating, 
Mr. Still took an active part in the 
American Power Boat Association of 
which he was president from 1923 
to 1931. At one time he was a 
member of the Detroit Yacht club, 
and the Detroit Athletic club. 
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Cash in on the swing 


DISPENSING EQUIPMENT! 


The entire line of Perlick Direct Draw Dispensers that 
has pioneered in the field and won the favor of beer 
retailers everywhere, is available to Refrigeration dealers, 
to broaden their market and increase their profits. Dis- 
pensers are sold with or without compressor, but complete 
with evaporator and tapping equipment. Many models and 
styles—-all thoroughly engineered and constructed. Write 
for complete information and prices, without obligation. 


R. PERLICK BRASS CO. 
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adjustment. 


the fixture are satisfied. 


RANCO INC., Columbus, Ohiec, U.S.A. 
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Starts Cold Compressors -- Maintains Proper Temperature 
-- Improves Humidity Conditions -- Stops Costly Food Losses! 


That’s a lot of work for one control -- but Ranco Type 91 G2 
Temperature Control can be trusted to safeguard the interests of 
market-men 24 hours a day -- year in and year out without 
This amazing control cuts in only when the coil is 
defrosted -- cuts out only when the refrigeration requirements in 


CcuT-ouT 


ee 


as Y ae a 
ee A ee oad 
ne y-" % aa - I < a 
: Be ° . rn ids = 
a- Stee A complete line in all sizes “re 
: >. ae ae re 
he eet ame, TE, Wliiainmabarimens anumemnemaaaeaaane | SN See a 
ch ae Sd iotye: 
ee ae — bt EE 
rd ‘aan Tae oe 
Ss | hear 
| | SET ita 
°y f ie es “a ; 2 _ 
ad | ag eee, 
i 7 Ress 
a- ee 
in eae 
ly ee ne ae SS eee 
nt 
1g 
) 
at 
7 aes 
S, ee Te OE ci 
ry , : ui 2 
at. 
Bee ste B 
ed * j 
a 
le, ; 
ll. ai : 
| Paes come 
e- ee bial 
ty Se | iis 
A PO 
Id a ee ETE = = aS ———— —— - — a 3 i eae 
- paeores ae poe He 
le * * RBS, 
ot : ee 
nt ee wt a 
ty cl 
1g 
er 
to 
a ee aas 
it TT OO eee 
S- : <a 
“i ee f ae 
n- iq il % 
ir ——————————EEEowee Bee a : 
cy 
of | ; 
le fF | ee 
le is ae 
i fi : 
ol : : 
00 | " AH < aii 
a E yee 
ed Bains? eS ieee aS i eas 
ee detec nee eit YS F 
om ff cig pert Dia a 7 : ol t ol a 
23 ay ae ge ding — 
wn! PP io Rag Beis 
" Y Sf) eee Bees Bw geie 
a FF i rs 
et | ZY Gos ie. £ 
, | a say. “—t Bs. ee ee. 
y | nig fie feet Hi pune Gee Hl , 
ly j ey A Cr, in i Hes sg gets lige ; : =e 
| | | Pepe i | SOON aa - .gigeeriatls 
he —_——_————_ ce ee cae ED Bey Sie 
nage deci Geet Wag: ° T 0 C A Para 
s) eH A RR ~y “a he, ge && myn 
co R Ole 3 ONE tai 
ail <a ae Co., INC. gs eer 
| Bohs) inate 
NEW Y j Bot 
| | THE HARRY ALTER CO. soon i 6 ail 
Hers 
it. ; 
Be, 
Re & 
e- | | ; 
— its: ai, 
h, —_— 
| q : a 
iS, = ieee 
| oe | 
) | , ee : P : 4 
| Bes. ; 3 
| ee | 
| : EE 
a 
| seat ' as nn een ee aa ae Ee eee ee ‘ 
| Fe -. 
} — § 
| — | 
= = 
——— 
———— 
nn :_ 
“ Ws 2 
| ae wot a 
fe — ei g a 
cc a: 
ai & ’ i. ; 
' é - eS i 
| oy ea K { ; 
) ‘oy i: 
4 | é 7 Re ’ 
| | ae - , e ' 
| > oe ’ : 
| 4 i is oe. 4 
| ee yy ae } | 
| es ul SF 
CUT=-IN 
: ‘ wg 
7 5 ye sd 
iF a ean ‘ uta 3s a ae a ah a. cP: ie oc Es toon = 2 4 ee ‘ft “ye me oak. es ge = - Ss 31 ¢ 
Sa aepinod et hap ba a — é — na lye oa he Tes BO as: , = 4 caput Ve eae eee a iSite Se eee 
f i r ‘3% eel es f ge Ae ee al a he: a SOP Se E ee da OO eid ee ae ~~ . = aes TS ph SR 2 inte a 


14 


AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 28, 1940 


— 


Valves and Fittings 


_ The Standard of the 
‘TY 
Kerotest Manufacturing Co. 
Pittsburgh, Pa. 


CLASSIFIED 
ADVERTISING 


A New Improved Dehydrator 
on the Market Soon 
Look for Our Announcement 


MUELLER BRASS CO. 


Port Huron, Mich. 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


U.E.I. GRADUATE in air conditioning 
wants part time work (mornings) with 
air conditioning contractor in the Detroit 
area. Sole object is in acquiring experi- 
ence in estimating loads, layout work, 
installation and service. Salary no con- 
sideration. Good character references. 
Box No. 1201, Air Conditioning & Refrig- 
eration News. 


USE McQUAY COILS 
WITH THE HIGH CONDUCTIVITY 
“FRICTION-GRIP” BOND 


MECHANICAL ENGINEER experienced 
in domestic and commercial refrigeration 
and air conditioning, 15 years with three 
leading corporations in executive positions 
in manufacturing, chief inspector, field 
trouble investigator, research and experi- 
mental desires position in any of the 
above. Manufacturing methods and qual- 
ity thoroughly understood. Good refer- 
ences. Box No. 1209, Air Conditioning & 
Refrigeration News. 


DEVELOPMENT AND SALES engineer. 
Experience in installation, service, devel- 
opment, sales promotion, teaching, and 
writing. Have some new ideas on refrig- 
eration valves which progressive manu- 
facturer can go far with. Am nationally 
acquainted with jobbers, service men, 
and engineers. Age 37, married, Univer- 
sity of Michigan Graduate Engineer. 
Write Geo. H. Clark, 8315 Dixboro Rd., 
South Lyon, Mich. 


WITH THIS 


$U 


BLY STYLED LINE 


Sherer'’s always in front with equipment de- 
veloped to open new fields for condensing 
units. Your efforts are backed by trade paper 
advertising, free store layouts and prospect 
follow-up. Write for catalog and franchise 
details. 


SHERER-GILLETT CO., MARSHALL, MICHIGAN 


increases compression efficiency. 


3. Reduces friction in the tubing. 
4, Eliminates oil scrubbing. 


IMPERIAL =" 


IMPERIAL GAPACITY BOOSTERS (Heat-X- wines mo 


— with Thermek Heat Transfer Surface 
1, Raises back pressure of coil and 


2. Utilizes 100% of the coil surface. 


IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago Ask your jobber for 


Imperial Catalog Page 
No. 54-B covering these 
capacity boosters, 


MORE S ales for you with the LARKIN Cross-Fin Coils 
Aluminum, continuous fins—imbedded fin to 


tube contact 


LARKIN Coils lead the refrigeration field 


E very customer is a satisfied repeat customer 


S o—+ee your jobber today or write direct to 


ay 


COILS, Ine. 


General Offices and Factory 
519 Fair St., S.E. 
ATLANTA, GA. 


Watk-tIns.. 


—77\\ MAKE BIGGER PROFITS 


—— TYLER full tine dealers and distributors are 
—_ setting new records for sales and profits. Tyler's 
big line enables you to completely outfit modern 
food stores and opens up hundreds of live pros- 
pects in other frelds. Famous Welded Steel con- 
struction. Phenomenal values. Display Cases... 
Reach-Ins... 
and special type refrigerators to {it all needs. 
New 1940 line now ready. Write for details. 


TYLER FIXTURE CORP., Dept.E, Niles,Mich.. 
New York Office. GOI W 26th St 
Boston Office: 683 Beacon St. Chicage Othice. 1663 W Ogden Ave. 40% ureater capacity. 


TYLER 


-Vegetable Displays. . 


REACH-IN BOXES- 


- WELDED STEEL 


ae eet a a ae 


POSITIONS AVAILABLE 


ENGINEER—Progressive household re- 
frigerator manufacturer now manufac- 
turing hermetically sealed compressors 
desires an engineer with recent experience 
in design and development of small 
hermetic compressors. Should have degree 
in Electrical or Mechanical Engineering 
with practical experience in manufactur- 
ing processes and laboratory test pro- 
cedures. Would act as assistant to 
engineer now heading the compressor 
department. State salary expected, ex- 
perience, education, age, and give refer- 
ences in first letter. Address Box No. 
1208, Air Conditioning & Refrigeration 
News. 


SALESMAN acquainted with commercial 
refrigerator and store fixture trade to sell 
refrigerator hardware. Also contact mill 
and lumber dealers. Commission basis. 
Box No. 1210, Air Conditioning & Retrig- 
eration News. 


REPRESENTATIVE WANTED 


AN EXPERIENCED Refrigeration Service 
Engineer with sales ability to travel and 
represent parts manufacturer exclusively. 
Single man preferred. Give full particu- 
lars. Box No. 1207, Air Conditioning & 
Refrigeration News. 


FRANCHISES AVAILABLE 


FREEZER MARKET E-X-P-A-N-D-S! 
New Model introduced by leading manu- 
facturer creates five prospects for every 
one before. Unit is first low-priced com- 
plete ice-cream department (freezing, 
hardening, and dispensing). Is the right 
freezer at the right price for 854% of all 
present ice-cream outlets, also opens vast 
institution market. Manufacturer wants 
to round out distributing organization to 
meet demand. National trade paper ad- 
vertising breaks in March issues—direct 
mail campaign in March-April. Write for 
proposition now, stating territory covered. 
Box 1206, Air Conditioning & Refrigera- 
tion News. 


DIRECT FACTORY CONNECTION—Make 
all the profit yourself by selling refrig- 
erator display cases, walk-in coolers, 
compressors, to meat markets, grocers. 
Financing arrangements for time sales. 
Write for full information, or _ see 
BHRLICH REFRIGERATOR MFG. CO., 
St. Joseph, Mo. 


EQUIPMENT WANTED 


SPOT CASH paid for surplus refrigera- 
tion equipment such as compressors, 
motors, controls, fittings, copper tubing, 
shut-off valves, automatic water valves, 
special tools, etc., and all types complete 
units. No quantity too large. Send full 
particulars. W. W. JAMES, 1144 Ward 
Ave., Bronx, N. Y. 


REPAIR SERVICE 


GENERAL ELECTRIC DR-1, DR-2 Moni- 
tor Top units exchanged $27.50 F.O.B. our 
factory. Send your defective unit. On 
receipt we make immediate shipment of 
completely rebuilt, refinished unit with 
one year guarantee. Like new in every 
respect. Westinghouse and other her- 
metically sealed units, prices on request. 
GENERAL REFRIGERATION MAINTE- 
NANCE, 220-222 West Huron St., Chicago, 
Ill. 


FRIGIDAIRE model N condensers re- 
paired or exchanged $10. Model C $14. 
Model W3D $11. New tubing installed 
and tested under 300 lbs. pressure. Other 
makes and models correspondingly low. 
Only steel jacketed condensers accepted 
for repair or exchange. Low side boilers 
and fin coils, repaired, remodeled, silver- 
soldered. Frigidaire models 19X, 20X, 
21X, and 23X, repaired $6. STANDARD 
REFRIGERATION PARTS CO., 4639-41 
West Washington Blvd., Chicago, IIl. 


G. E. DR1—DR2—$27.00; Domestic West- 
inghouse $27.00; one year unconditional 
guarantee. Place order for any model 
G. E. or Westinghouse sealed unit. Ship- 
ment will be made from stock same day. 
Return old unit later. Our production 
line turns out completely rebuilt sealed 
units mechanically comparable to manu- 
facturer’s with replacement service in- 
ferior to none at prices that enable you 
to realize profit on resale. Send for 
Complete replacement’ schedule. REX 
REFRIGERATION SERVICE, INC., 2226 
S. State, Chicago, Ill. 


FREE HERMETIC CATALOG complete 
with prices on refrigerator units, rebuild- 
ing and exchange service. General Elec- 
tric, Westinghouse, Majestic, Frigidaire 
and a complete stock of Grunow com- 
pressors and parts. Immediate shipment. 
For your copy’ specify catalog A. 
SERVICE PARTS COMPANY, 1101-3 
North 24th Avenue, Melrose Park, Illinois. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


DOMESTIC TYPE thermostatic controls 
reconditioned like new. Precision work 
by experts. Years of satisfied customers, 
among largest in the country. All work 
guaranteed. Try us and be convinced. 
The largest thermostatic repair service 
in the country. It’s your guarantee. 
Prices on request. UNITED REPAIR 
CO., INC., 342 W. 70th St., New York City. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Dallas Dealer Moves 


DALLAS, Tex.—Trinity Refrigera- 
tor & Radio Co. has moved to 
710 Saner St. in Dallas. 


How To ‘Sell’ Refrigeration Service 


This Dealer Dramatizes His Product ‘—From ‘Liner’ Ads 
To Call-Backs After the Job Is Done 


COLUMBIA, Mo.—It isn’t only in 
the field of appliance selling that 
dramatic, concentrated ‘“merchandis- 
ing’’ must be used to pull business, 
believes Philips Radio & Refrigera- 
tion Service Co. here—the successful 
service firm must likewise sell its 
“product” on lines which make the 
customer remember and call back for 
later service. 

The Philips company sells Kel- 
vinator and Crosley products through 
central Missouri, as well as York 
air conditioning, but it is proudest of 
the reputation its refrigeration serv- 
ice department has built up. 

When Perry Philips, himself an 
old-time service man from Fayette, 
Mo. took over the company, refrig- 
eration service in Columbia and sur- 
rounding rural towns was a matter 
of basement shops and_ itinerant 
repair men who often remained only 
a few months. There was plenty of 
room for a reputable, well-established 
service firm, Mr. Philips was con- 
vinced, and the merchandising 
methods he immediately put to work 
built this business into an actuality 
within the course of two short years. 


“Merchandising” service 
dramatizing it, backed up with good 
advertising, Mr. Philips points out. 
The Philips’ firm uses several effec- 
tive forms. In newspaper fields, it 
uses small “liners” in papers which 
cover five counties, small boxes. at 
the bottom of front-page columns, 
reading simply 
Philips.” 

Other liners of the same type are 
used on the want-ad pages. This 
continuous use has always pulled 
good results, simply because it ties 
up the idea of good refrigeration 
service with the firm name. 


In the telephone directory, Mr. 
Philips uses seven separate yellow- 
page advertisements—one under each 
make of refrigerator listed, which 
gives him at once a wide coverage 
of the entire potential market. 
Rather than tying up with one 
brand, this appeal has gotten the 
company scores of jobs which might 
otherwise have been missed. 

A point of emphasis which many 
service companies might look into is 
the introduction of bright color into 
trucks and servicemen’s uniforms. 
Philips’ three regular servicemen 
wear chocolate brown uniforms trim- 
med in brilliant red, and drive panel 
trucks of flaming Chinese red with 
the firm name played up in bright 
yellow letters. Once a potential cus- 
tomer sees either the truck or one 
of his employes, Mr. Philips can 


Tools Vital To Industry 
Growth, Says L. P. Roth 


LOS ANGELES — Important part 
which tools have played in the 
growth of the refrigeration and air 
conditioning industry was outlined by 
L. P. Roth of Refrigeration Service, 
Inc. in a talk before the air condi- 
tioning and refrigeration class of the 
Frank Wiggins Trade School, a part 
of the Los Angeles public school 
system. J. H. Underwood of Refrig- 
eration Service also was a visitor 
to the school. 

“Every day new inventions are 
perfected and forward steps taken in 
the refrigeration and air conditioning 
industry, and an important part of 
this progress is being played by the 
toolmaker,”’ Mr. Roth said. 

Outlining conditions in the indus- 
try a decade ago, Mr. Roth said that, 
when he started in the business in 
1930, it was difficult to get manufac- 
turers to make tools for the refrig- 
eration industry. He even had to 
invent and make some tools of his 
own, he declared. 


To further complicate matters, 
each refrigerator manufacturer would 
put out tools for use on his own make 
of unit only, Mr. Roth added, and 
there were no standard tools that any 
worker in the refrigeration field 
might buy and use. Today, however, 
the industry has assumed such im- 
portance that practically every tool 
manufacturer in the country is com- 
peting for business from the refrig- 
eration trade, he said. 

Mr. Roth, who said he considered 
the gauge and flare nut tools among 
the most important used in refrigera- 
tion, illustrated his talk with demon- 
strations of all the tools he discussed. 


means - 


“Skilled Service— 


count on him remembering it. No 
Philips’ man ever works without his 
uniform. 

Giving pleasant, well-received sery- 
ice entails callbacks. Mr. Philips’ 
original rate takes in enough to pay 
for the expense of a callback within 
a few days. Fifty per cent of the 
firm’s refrigeration service jobs are 
revisited within 48 hours, the remain- 
ing number during the same week, 
Wisdom of this idea can be seen 
from the fact that the company has 
completely eliminated complaints and 
non-paid service calls—through the 
fact that the 48-hour callback 
usually uncovers whatever adjust- 

_ ments may be required. 

The company covers a major part 
of the central Missouri area, with 
Columbia (pop. 17,000) as the only 
metropolitan center. A base rate of 
$1 is made for all service calls, with 
parts extra, and a mileage charge 
made for long calls. With a total of 
60,000 persons in the territory served, 
many as much as 30 miles away, 
this system must be carefully 
explained to each customer—who 
usually appreciates it. Philips’ serv- 
ice men are paid a guarantee, plus 
commission on the total amount of 
business. Thirty to 40 calls is a 
busy day, with never less than 15. 

Final “merchandising” touch is in 
the customer’s kitchen. Women dis- 
like to have stickers placed on their 
refrigerators, Mr. Philips believes. 
His service men use a small card 
which is hung on a hook or placed on 
a prominent shelf with the customer’s 
permission. The receipt handed the 
customer bears the words “Skilled 
Service” again, as a final prestige 
note. 


ADD TO YOUR PRODUCT 
THE REPUTATION OF 


PENN Controls 


Write for Catalog 
PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


COMPRESSORS 


Single and twin cylinder units. 
Engineered and manufactured 
to highest Write @ 
GALE PRODUCTS Fe 
1635 Monmeuth, Galesburg, Ill. 


standards. 


inned lube Prode 


Since 1907 


BUNDY TUBING 


 Copper-Brazed Steel. Cop- 
per Coated Inside anc 
Out. Sizes: 's" to %" O.D 


BUNDY TUBING CO., DETROIT 
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Ceili Arms—For 1940 Sales 


J. S. Blay, general sales manager of Kelvinator of Canada, was chairman 
of the two-day conference of Canadian dealers at which the company’s 


household and commercial 


products for 1940 were introduced, 


sales plans outlined. 


3s 


Dominion dealers discuss 1940 sales 


Three Pioneer Club members win plaques for “distinguished selling 

service” in doing over $9,000 of retail business in 1939. Left to right: 

J. C. Kerr, Robert Simpson Co., Toronto, Ont.; John Rodger, Jr., 

Wentworth Radio & Auto Supply Co., St. Catherines, Ont.; and C. W. E. 
“Bill” Wright, Wright Piano Co., Strathroy, Ont. 


Canadian Kelvinator Men 
Preview 1940 Products 


LONDON, Ont., Can.—Kelvinator’s 
1940 electric refrigerators, washers, 
commercial refrigeration equipment, 
and automatic stokers were presented 
to distributors and dealers through- 
out the Dominion at a two-day sales 
conference conducted by Kelvinator 
of Canada, Ltd. Feb. 6 and 7 in the 
Hotel London. 

J. S. Blay, general sales manager, 
was chairman of the meetings, which 
were sandwiched with trips to the 
company’s two plants here. Talks 
by various members of the factory 
staff were supplemented by sound 
films, designed to emphasize features 
of products for 1940. 

Introduction of Kelvinator’s house- 


_ hold refrigerator line, and discussion 


of its features, was handled by Mr. 
Blay. Technical side of the 1940 
product was outlined by A. V. 
Phillips, chief engineer, who dis- 
cussed engineering and _ servicing 
improvements and their advantages. 


&4> 


Ww 


J. A. Cowan introduced the new 
line of electric washers, and described 
their new features, while Tom Fergu- 
son handled the presentation of the 
new automatic stoker models. 


C. W. Hadden, general manager, 
reported that 1939 had been the 
second best year in history for Kel- 
vinator of Canada, despite the fact 
that, due to the war and the ban on 
transfer of funds, Kelvinator of Eng- 
land, a subsidiary of the local com- 
pany, was unable to turn over any 
profits to it last year. 

Although Canada is at war, Kelvin- 
ator prices have been reduced instead 
of raised, Mr. Hadden pointed out. 
To protect itself against any further 
fluctuation in the Canadian dollar, 
he declared, the company has com- 
mitted itself for the purchase of 
more than a half million dollars’ 
worth of essential materials. 


Canadian residents, Mr. Hadden 
said, are fortunate in that they can 
buy anything they want, despite the 
war, without being compelled to 
forego the purchase of certain luxu- 
ries or other merchandise, as is the 
case in Great Britain and France. 


Dealer Holds ‘School’ 
For 200 Teachers 


SUMTER, S. C.,—-An educational 
meeting for 200 vocational teachers 
in the State of South Carolina was 
staged in Sumter’s junior high school 
recently by Cannon Electric Co., 
local Westinghouse dealer, in con- 
junction with Westinghouse Electric 
& Mfg. Co., the state Rural Electrifi- 
cation Administration, and the voca- 
tional department of the state board 
of education. 

All home appliances and their ad- 
vantages were presented by Westing- 
house factory men—refrigerators by 
J. V. Russell, ranges and water 
heaters by John H. Fleming, and 
other appliances by R. E. Carswell. 
Speakers included W. N. Kennon, 
sales promotion manager, and Miss 
Camille Beauchamp, home economist, 
of the Westinghouse organization. 

The meeting was arranged by 
Chas. E. Hoopper, Westinghouse’s 
district merchandising supervisor. 


Baughan Joins Staff 
Of Carolina Dealer 


WADESBORO, S. C.—Chase Baug- 
han has been added to the sales 
staff of Hardison-Ashcraft, Inc., 
Frigidaire dealer here. Mr. Baughan 
accompanied Lee Ashcraft, proprietor 
of the shop, to the recent Frigidaire 
convention at Columbia, S. C. 


Dealer Meetings 


Norge, Milwaukee 


MILWAUKEE — Some 400 Wis- 
consin and upper Michigan dealers 
viewed Norge refrigerators and other 
appliances for 1940 at a meeting at 
the Schroeder hotel, sponsored by 
Roth Appliance Distributors, Inc. 
Dealers were welcomed in blazing 
lights atop the tower of the city hall. 

Speakers at the meeting were 
W. H. Roth, head of the distributor- 
ship; J. A. Sterling, general merchan- 
dising manager; Ray Roy, divisional 
manager; and Paul Puffer, refrig- 


erator sales manager. 
’. * * 


Philco, Montgomery 


MONTGOMERY, Ala. — Walther 
Bros., Philco distributor in southern 
Alabama, recently played host to 
more than seventy-five dealers in 
this territory at a dinner and show- 
ing of the 1940 Philco refrigerator 
line. 

Joe Walther, president of the 
firm, acted as toastmaster, introduc- 
ing the following speakers: Robert 
White, Atlanta, Philco division man- 
ager; Trell Manley, New Orleans, 
Philco district manager; and C. C. 
Walther, New Orleans, sales manager 
of the distributorship. 


*- * *& 


Kelvinator, Wichita 


WICHITA, Kan.—Kelvinator zone 
and division managers recently met 
with dealers and salesmen of this 
territory for a three-day showing of 
1940 appliance models. Attending the 
preview at the Hotel Lassen were: 
H. C. Doss, midwest zone advertising 
and promotion manager; H. S. Fry, 
division manager; D. G. Keller, zone 
manager; and Karl Donovan, division 
manager. 


Krich’s ‘Record’ Man 
Wins RCA Prize 


NEWARK, N. J.—Jeff Wilson of 
the record department of Krich- 
Radisco, Inc., New Jersey distributor 
for RCA products, Kelvinator and 
Leonard refrigerators, was awarded 
the top prize in RCA’s national 
“Feature Album Contest.” 

Mr. Wilson gained top honors with 

* a novel tie-up plan on RCA’s “Otello” 
feature album for January. Special 
interior and window displays featur- 
ing the opera set, its star, Laurence 
Tibbett, and the book of the opera 
were displayed by outstanding deal- 
ers in the winner’s territory. An 
essay contest for school children, 
and newspaper publicity stories aided 
dealers in piling up sales. 


Old Firm Has New Owner 


EDGERTON, Wis.—I. A. Heucken- 
dorf, Janesville, has purchased the 
interest of Charles Francis in the 
Edgerton Electric Sales. He will 
conduct the business under the same 
firm name, handling Westinghouse. 


ag 
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BEVERAGE COOLERS 
Ti haecnenays 


CATALOG 


-$sS COOLERS 


EIN COILS 
PIPE COILS 


GsRREMPrE 


340 N Sacramento Blvd. Chicago 


Get These Profits 


Refrigeration and _ insulation distributors 
make an extra profit selling 


HyDroloc Individual Lockers 


Write for particulars 


Master Refrigerated Locker Systems, Inc. 
121 Main St. Sioux City, lowa 


125,000 Masterbuilt Lockers In Use 


Sells Faster Because 
It Cools Faster! — 


IDEAL SPEED COOLER 


Ideal Beer Cooler Co. 
2953 Easton Ave., St. Louis, Mo. 


~™Eye-Ful’’ Tower 

Merchandiser 
™ aan: 
Handimeter 


«+. complete with 35 
most popular-sized 
belts...pays $13.92 
clear PROFIT ! 


gy 


BELTS” 
FOR SMALL DRIVES 


Order it today! 
Make it Your "On- 
the-counter"’F.H.P. 
Belt Department 


For details write to L.H. GIL MER COMPA WY pnicattpnic 


AMINCO DOMESTIC 


The Amincol Seat is 


pressors. 


Export: Bo 
310 8. 


rigeration so constructed 
or no possibility of them getting out of order. 


guaran 
thus increasing the life of the float and eliminat- 
ing trouble due to acid in the system. Nos. 367 
and 368 for use with Standard Com 
No. 369 for use with Hermetically 


AMERICAN INJECTOR COMPANY 


1481 FOURTEENTH AVENUE, DETROIT, MICH. 
Pacific Coast—Van D. 

1015 E. 16th, Los es 

-Warner International Corp., 


HIGH SIDE FLOATS 


FOR HERMETIC AND STANDARD UNITS 


Complete replacement high-side floats for domestic 
ref. there 


is little 
teed against corrosion 


essors. 
ed Com- 


Clothier, 
el 


Ave., Chicago, Il. Nos. 367-8 


A MODEL FOR EVERY NEED 


Widest variety of standard stock sizes 
and styles in the industry. 


The one-quality—all porcelain line.— 


Protected by 
Famous Fogel Lifetime Vision. 


Hundreds of successful dealers. 
Some territories still available. 


INQUIRE TODAY 


FOGEL' 


EFRIGERATOR CO 
Btt & Vine Sts., Ph 


WILSON MILK-COOLING SYSTEMS 


ZERO-FLOW and VERTI-COIL UNITS MOVING 


Down the assembly line to 
the Wilson Dealers and on 
to the dairy farm in a never- 
ending stream goes Wilson 
refrigeration. 


Efficient, life-tested cabi- 
nets designed for every 
known milk-cooling applica- 
tion give each dairyman the 
type and size best suited to 
his needs. 


Wire : 
OR DEA 


Each type of cabinet has 
exclusive fast-cooling, trouble- 
free features to insure long 
life and economy of opera- 
tion. 


The Verti-Coil Cooler, illus- 
trated, has the only efficient 


non-mechanical circulation of 


the cooling water bath cycle. 


Note that water must 
baffie, down past the cooling coils, and up 
around each can of milk in a constant, natu 


pass over patented 


VERTI-COIL COOLS ALL OF THE MILK 


WILSON CABINET CORP. 


SMYRNA | 
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AIR CONDITIONING & REFRIGERATION NEWS, FEBRUARY 28, 1940 


New Hotpoint Range 
Has $100 Price Tag 


CHICAGO — The “Century” (or 
Model 109RB18)—a full-size electric 
range having standard 1940 equip- 
ment and bearing a list price in most 
localities of under $100—has just 
been added to the Hotpoint line for 
the current year. 

Leading features of this new 
low-priced range include five-heat 
Calrod surface units, three-heat thrift 
cooker, four-heat double-unit oven, 
storage compartment, and appliance 
receptacle. 

Of built-to-the-floor construction, 
the Century model has the one-piece 
Monotop cooking top and all-porce- 
lain finish. Switches and door handles 
are of molded black Textolite. 

The five-heat Calrod surface units 
have hinged connection blocks and 
one-piece polished aluminum reflector 
pans. There are two “Utility” size 
units (1,250-690-310-170-75 watts) 
and one “Giant” size unit (2,100-840- 
505-210-125 watts). 

The three-heat thrift cooker (625- 
125-100 watts) has the new 1940 
aluminum cooker pail, with quart 
markings embossed on the side, and 
is equipped with an aluminum trivet. 
Cooker uses are stamped on the 
inside of the double cooker lid. 

The extra large oven has two units 
providing four different cooking 
heats. Wattages of the the upper 
unit are 2,200-500, and of the lower 
unit, 2,000. A bi-metallic type oven 
temperature control regulates oven 
heat. The two nickel-finished, adjust- 
able shelves are fitted with lock stop 
and back rail. One shelf is reversible. 
Shelf supports are embossed into the 
oven lining. There also is an oven 
pilot light. 

A lamp and timer clock are 
available at slight additional cost. 


Average Prices Reported 
For Knoxville Sales 


KNOXVILLE, Tenn. — Electrical 
appliance dealers in the Knoxville 
area piled up almost two million dol- 
lars’ worth of retail sales during 
1939, complete reports for the year 
to Knoxville Electric Power and 
Water Board reveal. A total of 
65,735 appliances were sold by 
dealers during the year, for a dollar 
volume of $1,920,955. 

Refrigerators led major appliances 
in both unit sales and dollar volume 
for the year. Sales amounted to 3,198 
units, for a dollar volume of $564,156. 
Average unit price of refrigerators 
sold was $176. Electric range sales 
totaled 1,813 units with a sales 
value of $282,421, and an average 
unit price of $156. Washing machine 
sales stood at 3,165 units, with a sales 
value of $253,258; ironers, 117; space 
heaters, 314; and table cookery ap- 
pliances, 5,244. 

Residential electrical appliance sales 
for the year were: 


No.of Sales Sales 

Units Price Value 
Refrigerators ...... 3,198 $176 $564,156 
er rey 1,813 156 282,421 
Water Heaters .... 633 94 59,762 
 ._. Saas 165 80 253,258 
SEE. SAN aR ew 00.0 be 117 71 8,309 
Space Heaters ..... 314 5 1,516 
Vacuum Cleaners .. 1,443 73 105,287 
| ere 8,021 37 294,912 
Table Appliances .. 5,244 4 21,809 


Ventilating Systems 70 143 10,033 


Commercial sales were: 


Average 
No.of Sales Sales 
Units Price Value 
Refrigerators ........ 148 $ 505 $74,802 
PE Shen eckosree vee 35 146 5,109 
Water Heaters ....... 30 78 2,341 
Air Conditioning Units 19 2,322 44,118 
Space Heaters ....... 58 28 1,622 
Milk Coolers.......... 5 336 1,680 


Starting off 1940, dealers sold 3,919 
electrical appliances in January for 
a total sales value of $91,536. Refrig- 
erator sales totaled 84 units, main- 
taining the 1939 average unit sales 
price of $176, and reaching a sales 
volume of $14,774. Total of 104 
ranges were sold in January, and the 
average unit price was $149. 


Bastian-Blessing Dividend 


CHICAGO — The Bastian-Blessing 
Co. has declared a quarterly dividend 
of $1.37% per share on its preferred 
stock and 40 cents on its common 
stock payable April 1 to holders of 
record March 15. 


$4 Million Market 
In Cooling Devices 
Seen For Houston 


HOUSTON, Tex.—Speaking before 
649 appliance dealers and distribu- 
tors, electrical contractors, and air 
conditioning dealers—largest gather- 
ing of the electrical fraternity in 
Houston’s history—George F. Tau- 
beneck, editor of AIR CONDITIONING 
& REFRIGERATION NEWS, opened the 
Houston Lighting & Power Co.’s 
1940 sales drive at a banquet Friday 
evening, Feb. 23. 


Fred Staacke, superintendent of 
the residential sales department of 
the Houston utility, was chairman of 
the meeting. Others who spoke were 
Frank M. Austin, superintendent of 
commercial and industrial sales, and 
H. E. Dorrill, promotion manager. 
Mr. Dorrill staged a skit in demon- 
stration of the appliance needs of 
rural electrical customers. 

New opportunities for profit in 
selling electric refrigerators and 
packaged air conditioning equipment 
were discussed by Mr. Taubeneck. 

On Washington’s birthday (the 
previous evening) the same program 
was presented before some 200 deal- 
ers and contractors in Galveston. 
W. J. Aicklen, Jr., vice president of 
the Houston Lighting & Power Co., 
was chairman of this meeting. 

Bolstered by increased coastal and 
Latin American shipping through its 
new port, Houston expects. the 
biggest business boom in its history 
during the first six months of 1940. 
Census figures will show, Houstonites 
claim, that their city is now the 
largest community south of the 
Mason-Dixon line. 

In 1940, Houston Lighting & Power 
Co. executives predict that the 
following amounts of electrical goods 
will be sold in their territory: 

Household refrigeration—$2,400,000. 

Radio—$677,000. 

Commercial refrigeration—$800,000. 


Commercial air  conditioning— 
$625,000. 
Residential attic ventilation— 
$485,000. 
Residential air conditioning— 
$205,000. 


Home laundry equipment—$400,000. 
Vacuum cleaners—$246,000. 
Dishwashers, sewing machines, etc. 


—$325,000. 

Electric fans—$110,000. 

Lamps, fixtures, and  bulbs— 
$1,075,500. 


Adequate wiring—$400,000. 

Table cookery—$92,000. 

Heating appliances—$71,000. 

Rural water systems—$100,000. 

Dairy equipment—$85,000. 

Poultry equipment—$10,000. 

Commercial lighting  fixtures— 
$250,000. 

Commercial ventilation—$87,000. 

Electric signs—$250,000. 

Electric heating processes—$60,000. 

To help dealers sell their share of 
these markets, the Houston Lighting 
& Power Co. will spend $150,000 in 
advertising in daily and weekly news- 
papers, in special movie presenta- 
tions, by spot radio broadcasts, and 
by direct mail. Also to be sponsored 
will be cooperative displays at shows, 
fairs, expositions, and cooking 
schools. 

Eight sales counselors will be out 
in the field to assist in training sales 
organizations and to mobilize cus- 
tomer satisfaction. Fifteen commer- 
cial salesmen will comb the territory, 
and 40 home service girls will make 
an estimated 77,000 calls on homes. 

Total sales of electrical equipment 
on their lines during 1940, Houston 
Lighting & Power Co. officials esti- 
mate, should run between nine and 
10 millions of dollars. 


All-Norge Kitchens For 
Capital Apartments 


WASHINGTON, D. C.—Complete 
Norge kitchens are to feature the 
culinary appointments of Washing- 
ton’s latest residential structure, the 
Harvard Village Apartments, which 
will provide modern quarters for 86 
families. 

The installation includes 86 Norge 
electric refrigerators of 4-cu. ft. ca- 
pacity and an equal number of gas 
ranges which provide four top burn- 
ers and controlled oven temperature. 

The deal was consummated through 
H. P. Brightman, sales manager of 
Southern Wholesalers, Inc., Washing- 
ton distributor for Norge products. 


G-E Organizes A Nation-Wide ‘League 


‘ 


To Promote Better Appliance Selling 


(Concluded from Page 1, Column 1) 
organization on its first steps in key 
sections of the country. 

The plan of the Retail Development 
League, while national in scope, has 
been tested in every detail in certain 
distributor territories. 

Jean DeJen, in charge of the com- 
pany’s retail development section, 
has been responsible for working out 
details of the league’s organization, 
and as its president will actively 
direct the program. 

Headquarters of the league will be 
in Bridgeport, and its 12 district 
offices will coincide with the com- 
pany’s appliance sales districts. 

All appliance distributors who 
accept membership in the league and 
agree to conform to its requirements 
will be chartered as “grand chap- 
ters.” Retail chapters—the backbone 
of the plan—will be organized in 
each distributor’s territory, the num- 
ber depending upon the local require- 
ments. 

These chapters will have meeting 
rooms, officers, dues, planned pro- 
grams, and many of the character- 
istics of a national social or fraternal 
organization. Each chapter, consist- 
ing of a minimum membership of 10 
retailers or retail salesmen of G-E 
appliances, is to be located within 
easy driving distance of its members. 
In many instances, special utility or 
department store chapters will be 
formed to meet special circumstances. 

The 1940 objective of the league 
officers is to establish 500 chapters, 


or key training points, and 60 
distributor grand chapters. These 
groups will be provided with a 
year-around series of programs deal- 
ing with current merchandising 
efforts. Six meetings have already 
been “packaged” for distribution, 
complete with films, topics, discus- 
sions, quizzes, displays, and demon- 
strations. 


Explaining how the new program 
will tend to bolster the weakest link 
in the company’s existing merchan- 
dising set-up, Mr. DeJen declared: 


“The retailer is the foundation of 
our appliance distribution system, 
and our success and continued prog- 
ress is dependent upon his ability as 
a merchant. Surveys of our own 
merchandising organization indicate 
that the retailer needs leadership and 
the retail salesman needs a champion. 
We are attempting to set up the 
machinery to do the job.” 

G-E headquarters men are now 
engaged in training district personnel 
from coast to coast in the organiza- 
tion and conduct of chapter meetings. 
Each series of meetings will be pre- 
pared at national headquarters, and 
will feature one or more products. 
Every conceivable “prop” necessary 
to a meeting will have been prepared 
in advance, including membership 
cards, record books, framed charters, 
by-laws, and stationery. 

Twice each year grand chapters 
will organize ‘“jubilees’ for their 
territories, defraying the expenses 


With Gale Products 


ee tS 


R. G. NELSON 
Now doing special field sales 
promotion work for the Gale 
Products Co. 


out of accumulated dues. Moderate 
membership fees and dues are part 
of the scheme, with General Electric 
and the distributor matching each 
individual’s contribution to the treas- 
ury. The first national convention 
of the league is planned for February, 
1941. 

Existing G-E sales training organi- 
zations—the Sales Counsellors Club 
for wholesale salesmen, the _ sales 
managers club for retailers, and the 
Toppers Club for retail salesmen, will 
continue their functions as in the 
past, but as part of the league. 


DEPENDABLE 


REFRIGERATION 


ith 
ea 


° 
y in millions of Homes, 


the "'Average American Family" is 
sitting down to a delicious, juicy 
Fresh Veal Roast — made possible 
through. . . 

DEPENDABLE REFRIGERATION. 


Here's a marvel of modern science 
and industry that seldom gets its 
deserved praise. For, while this 
meat may be hundreds of miles 
from home, it's just as fresh, ten- 
der, and tasty as any of great- 
grandfather's "Fresh-Kill” . . . 
thanks to Refrigeration! 
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The DEPENDABILITY of A-P Valves 
is helping Meat Packers and Meat 
Market Owners to sure protection 
of meat quality .. . Through more 
efficient Refrigeration, operating 
at low power and service costs. 
An A-P equipped Walk-In Box or 
Display Cabinet is more profitable 
to both the Owner and the Service 
Man responsible for its operation. 
A-P Thermostatic 
Expansion Valves 
are available in a 


full range of ca- 
pacities. 

Axccurate ... 
Supersensitive . . 


Leakproof. . . Easy 
to Install. . . Easy 


to Adjust .. 
DEPENDABLE. 


No. 205-C Thermostatic 
Expansion Valve 
Up to 1-ton Freon 


@ 


r at 


Six... 


A-P offers this DEPENDABILITY in 
a full line of Thermostatic Ex- 
pansion Valves, Solenoids, Water 
Valves, Suction Pressure Valves, 
Oil Valves, Temperature Control 
Sets, and 


New A-P TA “T.. 


System-Protection against Impurities. 


In Stock at Progressive Jobbers 


& Everywhere . . . Recommended by 
Progressive Service Men Everywhere. 


AUTOMATIC PRODUCTS COMPANY 


TH THIRTY — SECOND sTaect 


MILWAUKEE wisconsin 


Export Department — 100 Varick Street, 
New York City, N. Y., U. S. A. 
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